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WHO Pays THE Fax? 


HIS week, in Washington, we discovered, per- 

sonally, a new appreciation of what the tariff on 

hides might mean to the great business public— 
a definite undercurrent that a tax on every pair of shoes 
worn in America might prove politically dangerous, as 
might the tax on the sugar bowl, and the farmer’s 
barn shingles. 

Congress wants to stay in business, as is—let it there- 
fore legislate for business with an eye to whose pocket 
is hit most—there are millions of people whose shoe 
money is a big item in the family budget. Tax the 
luxuries, but go lightly on the foot-necessities of all the 
people. 

* * x 
ao at your shoes, everybody else does—including 
Alfred E. Smith, once candidate for the Presi- 
dency. His unique story appeared recently in the Satur- 
day Evening Post, and when asked how in his busy life 
he finds time and sequence to his story he said that he 
outlined in his mind just what he would want to write, 
and then selected “an-hour-off” for rapid dictation. 
“T'll tell you the secret of concentration,” he says. “Just 
get in the front seat of a car. Light a good cigar and 
ride along looking at your feet. It’s a great way to 
write articles.” It aids concentration. 
* * * 


| visiting with Isadore Jacobs now in Denver, Harry 
Terhune was told of this incident that happened in 
his New Orleans store. “Several years ago, a cripple 
girl who makes $10 a week working in a florist shop in 


New Orleans came into our store for shoes. Her story 


was that she had to have special-made shoes, but most 
shoe stores were indifferent to her. A pair was made 
that fitted her and they were sold to her at factory invoice 
price too. As a result of her boosting, over thirtv new 
customers were made for the store.” 
* * x 
REETINGS and salutations to T. A. 
new managing Editor of The Shoe and Leather 
News of London! 
editorial : 


Roberts, the 


Read what he says in his first 
“The trade paper that is abreast of the times cannot 
confine its attention to parochial or even national inter 
ests. Ina trade sense the world is rapidly shrinking and 
the trade paper that fulfills its purpose must have regard 
to movements; in any part of the international field, that 
may appear likely to have good or ill effect on the pros- 
pects of the trade it serves.” 
* * * 
S' YME industries make use of the admirable facilities 
of the Department of Commerce for statistical sur- 
vey of both production and distribution. Do you know 
that twice a year questionnaires go out to every retail 
vendor of tires—an industry then finds out exactly the 
condition of stocks on dealers’ shelves. It isn’t entirely 
improbable or impractical for something of the sort to 
be done on footwear—but if an industry never asks for 


help it never gets it. 
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A sandal motif 
which may start a 
world-wide fashion 

















The barge 
of Caligula 


quet in Italy, took from h 
pocket a lump of disc 
marble about the size of a man 
It was a carved foot found in the 
of one of Caligula’s galleys,* 
it had been reposing for 1900 
It was water-worn and _ staine 
enough of its beauty of desi 
mained to attract all attention. 
The little marble foot found i 
(that night as it was being passed around) in 


hands of a shoe man who was intrigued by its I 


It is said that the great disappointment of Mu 
over the lack of treasures which he expected t 
after Lake Nemi had been drained to reveal the f 
and almost legendary barge of Caligula, was i 
recompensed by the remark of the shoe man. [| 
the Duce, “Prophetic discoverv—maybe a renai 
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"SANDAL 


can come out of this alone.” 

Since the discovery of this 
sanda! all the forces of his- 
torical research have’ been 
emplo: ed to fit into fashion 
“the -lory which once was 
Rome’ A new length, grace 
and beauty to evening dress 
has appeared. The stately 
Roma‘) matron is an inspira- 
tion for a new mode of mod- 
em fashion. The sandal is 
about {0 come into its own. It 
is perliaps the next step ahead 
in footwear fashion—a_re- 


generated art “Italianized.” 
No whim of fashion, no 
lram of design has a better 
[TruRN TO PAGE 108, PLEASE] 








Sa « 
P tice cr ah of 
~ aes” 
I}hen Lake Nemi was 
drained, here's what they 
found 


*To uncover the pleasure galleys of the Roman em- 
peror Caligula, submerged for 1900 years beneath the 
waters of Lake Nemi, it was necessary to drain the 
historic body of water to the depth of the point where 
the galleys lay. To accomplish this feat, an old Roman 
tunnel was repaired and utilised. Mussolini himself 
started the pumps on October 21 last, and after they 
had been continually in operation until spring, the barges 
began to apbear, revealing a_ spectacle that rivalled 
in historic interest the excavations of Pompeii and 
Herculaneum 




















A PERENNIAL -_J 
SHOE PROBLEM IH 


HE American boy today reflects the gar] 
father. From the trig tennis shoe to th 
patent dress pump or oxford the 
youngster wants style and line. Gone are the day 
the anxious parent took the boy by the hand 
favorite salesman and, with emphatic determ 
proceeded to choose the heaviest shoe in the li 
Everybody knows that boys’ shoes are constai 
ing replaced. To date no manufacturer has sol 
problem of building shoes to withstand, even for 
while, the skinning, ripping and tearing that 
from the strenuous activities of the average 
boy. And so the choice of shoes for the boy | 
11 and 14 is always a matter of serious consider: 
The mother, fearful of replacement in a month’ 
is likely to choose a Scotch grain leather of 
russet or brown if it is a question of a high grac 
for the older boy. The father, who is probably more 
concerned about the shape and fit, may select smoot! 
calf for daytime and school. For younger boys, ~moot! 
calf is favored in the dressier types and elk Jcathers 
so-called, which are usually an oil finished veal calf. for 

















play. 
The high shoe, except the extra high elkskin boot used 











for midwinter and rough wear, has passed. The boy, 

like his sister, resents the extra tightness of the ankl 

and wants an oxford like the older fellows wea 
Scotch grains with perforated wing tips and quarters. 


] 
| 


rank first in the sellers of the season in high vrad 


Some of the season’s 
best sellers in boys’ 
shoes as featured by 
B. Altman & Co., 
Fifth Avenue, New 
York. 
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shoes for boys of high school age. Some shoes carry 
a suggestion of a square toe line while the English type 
adheres to the round toe, with perforations and saw 
tooth edges. 


HE deep tip and the short tip with a deep swing over 

the toe line seem to be the choice of parents and 
youngsters who are most particular about style. Black 
oxfords are favored in smooth calfskins and in less 
“doggy” patterns. 

Every boy needs rubber footwear. In the gym, play- 
ing games, flying kites and afield a boy is always at home 
in rubber-soled “sneakers.” Some boys prefer the black 
and white effects. However, new numbers in tan with 
white rubber soles and trims, a tan with black rubber 
striped with orange or red on the welt line and white 
with beige trims are very much in the picture. 

Boys’ riding boots are of lighter appearance than 
formerly. This is also true of the high elk boot for 
tramping and tobogganing. The wear and durability 
are there, but the appearance has been refined. 

The dress shoe of plain black patent leather is, as 
always, tipless and the house slipper is as near like 
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father’s as it is possible to buy. 

There is a new feeling in the West for metal effects, 
cleats, “clatterers” and “loud speakers’ on the heels of 
the youthful modern boy. The wide open spaces and 
the freedom of life of this boy allow him to indulge in 
metal inlays, diagonal heel pieces and all extra attach- 
ments which make noises. He wants to be heard, insists 
upon being seen and the joy of having hob nails and 
metal disks on his footwear seems to complete his day 
of happiness. 

The problem of increasing volume in boys’ shoes has 
a distinctly economic complex. 
a husky young American, sex male, is convinced that 
He stands appalled 


The average parent of 


there is volume enough already. 
at the speed displayed by such a youngster in wearing 
out good shoe leather. 
of the fortunate who don’t need to bother about ex- 


Unless he belongs to the class 


penses, he is likely to turn a deaf ear to a sales appeal 
whose manifest purpose is to persuade him to buy more 
pairs. So possibly the best approach is to convince such 
a parent that economy is served by providing proper foot- 
wear for each purpose and occasion instead of making 
one pair of shoes serve all needs. 



















FEATURE SHOES Fok 


HE styleful shoe with proved corrective features rightfully de: iands Do 

its place in fashion’s forum. Women of the business and social world wh 

are working on full schedule and with many the morning foc: wear jec 

is the all-day shoe. Whether a trusted secretary or the much soughi aiter pul 
‘ social devotee has a perfect foot or not, she is sooner or later likely to Xpe- | 
rience foot strain from the abnormal hurry and bustle of her busy days cla 
The woman classed as the stylish stout needs, perhaps, the special-f. «ture fas 
shoe more than her slender sister, since the same pair of feet and «nkles she 
that carried the young girl at eighteen is in later years sometimes cai rying sh 
from twenty to thirty pounds additional weight. Consequently the sj ecial- co 
feature shoe becomes a comfort necessity. tal 
The shoe which helps to solve these various foot problems is the sho thi 
which is likely to be talked about over the restaurant or bridge table. 101 
Medical science is finding each day that many bodily ailments and di.com- co 
forts emanate from foot problems. In the beauty parlors, fitting rooms and th 
corset salons the same story is told and retold of tired backs, aching heads th 
and disordered stomachs, but the source of the trouble is rarely thought about se 
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Doctors, dentists and beauty parlors are consulted but the foot, 
whicli is likely to be the real cause of trouble, is usually the sub- 
ject of careless shoe fitting and snap judgment on the part of the 
pure! aser. 

Many women who know they should adopt corrective and spe- 
‘ature shoes are asking for more stylish contours and more 
mable colors. 


cial-1 
fash Must the woman who really wants such a 
shoe sacrifice her comfort and wear something different because 
she cannot find the 
: of her costume? 


r explained in an off-hand way 


shades and 


colo: Recently a 
tan! 
that 


jona 


certain shade was not a fash- 
e color but that it would go in 
cor! Is it to be assumed 
that ‘he special feature retailer and 
the corrective shoe merchant do not 


‘tive lines. 


sell > a fashionable clientele ? 


This is decidedly not true. Day by Two tone walking shoe. 


Dark brown with beige trim. The 

slanting saddle line adds speed to the 

pattern, which may be worn for any 
daytime occasion 


Colonial 


effects are distinctive when combined 
with the tailored tweed coat suit 


Brown kid and lizard combination 
for the woman who wears a town suit 
of tweed or rough woolens 


Smart black suede and calf. Town 

and walking oxford suitable for all 

day wear with black coat and luxury 
furs 


Smart daytime walking shoe in two 
tone brown kid for afternoon wear 


day men and women of all classes are realizing the importance of the 
shoes which fit their individual needs and problems. 

Do not, then, overlook the fact that in practically every merchan- 
dising and sales meeting during these past few months style has 
registered a one hundred per cent factor in selling and color has 
ranked second. 

At this period there is a new interest in the corrective feature lines. 
Sensitive women who do not wish the world to know that they have 
abnormal or subnormai feet are hunting for shoes that have not the 
earmarks of corrective features in their styling and patterns. The 
man who realizes a woman’s antipathy for the old and tried out strap- 
pings and devices and who will evolve new, distinctive patterns 


Boot AND SHOE RECORDER c 
combining THE SHOE RETAILER, Sept. 28, 1929 39 


Combination of blue kid and two tone 

blue lizard. The narrow center strap 

and buckle exploits the dressier type 
of comfort footwear 


which are in the current mode in high 
style shoes will reap the benefit of volume 
shoe trade in merchandise that has splen- 


did profit possibilities and establish for 
himself an outstanding reputation which 


in the end will mean prestige and profit. 
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Getting More Shoes Sold Right 


Political Peddling 


“T WOULD not dirty my hands with politics.” How 

often we hear that statement from a business man. 
It’s the average opinion of the average business man. 
He neglects to vote. He has not time even to go to the 
primary to select the men who will be empowered to 
interfere with his business. He stays away from the 
polls and permits some inefficient nincompoop to be 
Then he complains bitterly because the laws 
are all wrong. (He dodges jury duty and complains 
of the crime wave. ) 

Right now, one of the favorite indoor sports of the 
husiness man is cussing Congress. Who elected that 
Congress? Do you know the name of your own Con- 
gressman? Did you help to nominate and elect him? 
What do you know about Congressmen, anyhow ? 

Do you know that the average Congressman is a man 
of very ordinary intelligence, having no business train- 
ing, possessing no knowledge of trade and its needs. 
Here is the tale of the rise to Congress of a man who 
should be pulling the bell cord over a pair of mules or 
else trying cases before a justice of the peace in a small 
village. He had a bull voice. He wore a big, black, 
slouch hat, and his hair was long and wavy. He had a 
He was a back-slapper 
His education 


elected. 


certain charm for women voters. 
and a mixer, a joiner and a hale fellow. 


consisted of a few years in a country school. He could 
orate in a flamboyant and ear-filling manner. 

This individual interested himself in politics and be- 
Then he rose to delegate 


Finally he was 


came a county committeeman. 
to a State convention, then to a national. 
elected county attorney because he had crammed a little 
law into his cranium and passed an examination before 
a quiescent board of politically minded judges. One ‘lay 
there was a sudden vacancy in the seat from that is- 
trict and a governor called a special election. This tan 
was nominated and elected to Congress. There he ‘iad 
the power to vote laws for the government of business, 
of which he knew nothing. 

His colleague from the nearby city was a former 
saloon keeper. He knew as much about business as his 
country fellow. His knowledge of the nation consisted 
of one trip from Castle Garden to the Western 
city when he arrived in America. He and his cou try 
colleague and a score of others just as incompetent 
helped to make the laws of the nation. Business men 
must submit to those laws whether they like them or not. 

Is it not a sad commentary on business men 
when such things can happen? Think of men who 
have never transacted business deals involving 
more than the price of a suit of clothes, or a second 
hand car, enacting legislation to control! real busi- 
ness. Think of such a group voting tariff laws, 
taxation measures, matters of vital concern to the 
nation’s welfare. The old game of peddling votes 
for pet measures will dominate current legislation. 

Of course, not all Congressmen are like that. There 
are many very wise, very able men in Congress. [ut 
that minority, that ignorant, uninformed, almost vicious 
minority, may hold the balance of power. Think that 
over. The Senate, a higher body only in that it claims 
greater dignity and power, seems to be inferior to Con- 

Well, most Senators are 
Let’s see what they do in 


gress in some of its members. 
only Congressmen promoted. 
the next few weeks! 


4 4 A 


Stop Crippling Children 


MAN does not have to have long, white whiskers 

to remember the time when most shoes were 
and E widths. Many young grandfathers can recall 
shoes they wore in childhood—crude things that would 
go as well on the right foot as on the left. No wonder 
we went barefoot in those brave old days. Stiff-soled 
affairs, those old shoes of childhood, pegged or nai 
copper-toed many of them. And what they did to young 
feet was a crime: 

Progress in children’s shoes has not been as rf: 
or efficient as it has in women’s. There are still a | 
of manufacturers who seem to feel that a child’s 
is just a stubby, fat, ill-shaped little affair, with no variz 
tion in widths, length or other measurement. It 
not dawned upon many that a child’s foot may be 
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could tremely narrow, just like an adult’s foot. They make finally scuffs them out—‘‘on purpose.” 

women’s shoes up to AAAA’s and men’s to AAA’s and There is more room for reform here than in any 
nd be- think nothing of it. But where can you find a child’s other part of the shoe business. Several manufacturers 
legate shoe narrower than a B? have recognized it and are producing the very finest 


1€ Was 
a little 
before 
1e day 
it dis- 
S man 
e had 


3in2ss, 


The other day a mother brought her little daughter 
into a small shoe store and said she wanted a shoe that 
would fit, no matter what it cost. The little foot was 
very apparently a AAA. She was a slender, fragile 
little girl with hands and wrists like bird claws. Of 
course, the little store had no shoes for her. The best 
approach to a narrow width was a C, and that was much 
too wide. The salesman said very frankly that he could 
not fit her and recommended that she try one of the big 


and best kinds of shoes and they are learning the great 
lesson of widths. 

If we had more retailers like Chester Herold who 
would come right out and say they are all wrong about 
children’s shoes, we would all arrive somewhere. Mr. 
Herold told a shoe convention a few straight truths. He 
should continue to preach that sermon. It should be 
proclaimed from the housetops. Conventions should 
make children’s shoes a special order of business. But 
Too much interest in 


orimer stores in one of the cities. Then he spoiled it all by will it be done? Probably not. 

as his ielling the mother that her daughter had an expensive colors, leathers, rouge, skirts, lasts, pretties, nifties, 
sisted foot." Utterly beside the question. Poor mother knew and all that. Meanwhile the crippling of little feet 
ethan that. She had been trying for a long time to find a_ goes cheerily on. 

untry shoe for that narrow little foot at any price. 

pre Just to see how retailers in one of the larger cities 42a 

reac'ed to this story several were asked what they would 99 

. om. do in a case of that kind, and just where such a shoe A **F'lash-Back Plus 

a might be had. One said—“probably in New York in 

who one of the exclusive shops.” Another said he had no AY we again call your attention to the Sept. 14 
Iving idea where a AAA in a child’s shoe might be found. issue of the Boor AND SHOE REcoRDER? Now 
cond Still another hooted at the idea of a child’s foot being and then we do strike an issue that seems to live on for 
busi- that narrow, thereby echoing the prevailing nonsense months and years. In that one issue alone, we gave 


laws, 
» the 
votes 
tion. 
Phere 

But 
cious 

that 


that all children have wide, fat feet. 
It seems to be a fixed idea that children’s shoes must 
be made short, wide, 


to the merchant reader a most profitable array of shoe 
store systems and methods. 
Two charts are of par- 


ticular advantage — we 





heavy, rigid, clumsy. 
That they must not be 
narrower than B widths. 


know that by the num- 
ber of requests that have 


That because some fool- 
ish mothers insist upon 


man’s brogue. Heavy 
soles that will flex only 
after a month’s wear. 
Wide toes that instead 
of giving “toe room” 
give foot room for a 
baby elephant. Flat 


—Good News— 


aims more wear they must Ever since I heard of the consolidation of chart, (which might 
Lon- make the little shoes on the Boot anp SHoE ReEcorper and Shoe Re- have been reproduced in 
deed the order of a working- tailer, I have been wondering what I could the engraving with a 
lo in write my friends of the Recorper, the pre- . sie st 
little more accuracy to 


eminent trade paper of our craft. 

I have looked to it for guidance, informa- 
tion, and help for over forty years. It is an 
indication of a forward and deserved and 
progressive step which is bound to be of 
service to everyone connected with the shoe 
and leather business. I am sure appreciation 
will be shown by the different branches of 


come for rights to re- 
print. The turnover 


reveal the dots between 
the figures )—is the most 
valuable little chart to 
put under the glass on 
your desk. Where the 
two lines cross, is the 


rate of turn-over. 
Another short-cut for 
the busy merchant is the 


heels that throw the 
body entirely out of 
balance. Split grain 
uppers that hurt tender * . * 
feet from the first day’s 
wearing until the kid 


the trade by increased interest and circulation. 
THOMAS S. CHILDS, 

Holyoke, Mass. 

“instantaneous - profit - 

Such pleasant comment from one of the out- guide’ whch a0 ap- 

standing retail shoe merchants of New England, 

is most gratifying. Mr. Childs has kept his 

leadership for over a quarter of a century, by 

constant study of merchandise and methods of 

merchandising. His business kept perpetually 
useful. 


peared in that issue. 








—— ie 
S anit  ¢ tied. 


— 


President. 
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HIS is an age of speed. You see it in human life 
just as well as in the Bremen, in the Zeppelin, in 
the Campbell auto records, in the Schneider Aero 

Races and the victory of the boat, Miss America VII. 

You also see it in human life. The speed of crowds 
has increased from the snail’s pace to a real brisk hurry 

—everywhere. The spirit of speed, however, is not one 

of nervous tension but a desire to get things done. 

A revolutionary speeding up of production has al- 
ready taken place. We see it in the shoe business. Once 
orders were six months in advance of needs, and shoe 


Now 
wanted in twenty-one days and a seven-day schedule is 


production was geared accordingly. shoes are 


not uncommon in modern shoe factories. 








URRY HURRY - 





In business this new rate of speed is for turn-:ver 
If the factory can produce more pairs oj 
shoes by shortening up the time in process, greater 


purposes. 


economies are made possible. 

Speed indicates a turnover of capital as well. Every- 
thing speeded up, but what about merchandising - 
This year, 1929, marks itself as being the greai 
speed year of the century; but it is speed under con- 
trol,—a direction of effort during the shorter busi- 
ness hours of the busy day so that more time can 
be had for leisure and recreation. 


N! )W speed steps into the shoe store. 

4 It is best exemplified in the new speed-records of 
selling at the fitting stool and particularly in selling to 
men. 

It is a metropolitan and big city idea. In the town 
and village there still is time for conversation, fricnd- 
ships and idle talk at the fitting stool between the clerk 
and the customer; but all that is washed out in metro- 
politan centers where shoes are bought with a rate of 
speed that justifies selling at the low price in a |ica- 


tion whose rental is up in big figures. 


When brass rail went out, through the 
18th amendment, who would expect to 
find it reappear as an artful aid to the 
speed of service in men’s low-priced foot- 
wear? Yet here it is and so designed as 
to aid in the fitting of the shoe and in 
getting the customer’s money quickly. 
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adap \Vhen shoes sell at $3 and $4, it is hardly good business has also another important selling feature. It speeds 
oe for a clerk to put in an hour’s selling time per customer. up the store salesman. There’s no comfortable seat for 
rae Instead, everything must be done to expedite the sale him to rest upon while he is serving the customer. He 
| of the shoe and to that end some remarkable time studies gets the shoe, bends over to slip it on, laces it up 
ae have been made. Some new tricks have been tried to then straightens up and takes the next customer, 
increase the speed of service, without the customer bing In the rush period of the year, the clerks in these 
Breat aware of the store’s intention. Windows are so designed — stores can average thirty pairs of shoes sold per day. 
con. that the customer can see every shoe carried in stock Some star salesmen have gone as high as fifty and sixty 
busi- and can call for the shoe wanted by number. pair per day. These stores work on the assumption 
can When he takes a seat, he is unaware of two things. that the majority of men want their shoes in a hurry 
First, the seat is made of flat board with a straight and that 95 per cent have no chronic foot troubles. 
back, or is made of bars so spaced and so studded with In the other line-up of stores, the seats are made of 
screw heads that no customer can sit in comfort for a wide and spaced slats and visible screw heads, to de- 
ds of period longer than ten minutes. crease the customer’s sitting time. There is no fitting 
as stool for the clerk but a foot-rest for the man customer. 
NE national chain of stores has abolished the fitting 
tee stool and uses, instead, a brass rail. We illustrate 
i nd- the posture of the customer while being fitted. The re- 
clerk 





markable thing about this brass rail feature is that the 
customer puts enough pressure on the shank of the 
shoe to improve its fitting values and feel. 

The usual custom is for the customer to walk out with 


the first pair of shoes tried on. The brass rail idea 


Uneasy sits the customer of the low-priced 
shoe. Soft leather cushions and smok- 
ing stands may go with high-priced shoes 
but if you want to get the customer in 
and out again, give him a slatted seat 
with visible screw heads and let Nature 


take its course. 
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Bitty Rocer 


Episode IX 


Billy entered his store after the disagreeable meeting with 
his competitor, Morland, his old boss, Emery Parker held 
out his hand. 

“Certainly didn’t, Mr. Parker, but I’m awful glad to have you see my 
store—how do you like it” Billy wanted to tell his old boss all about 
his trouble with Morland, but being undecided what to do, he did what 
most people of indecision do—nothing. 

“You have a fine store—but what a stock!” 

Billy went red. He glanced around his store and was re-impressed 
with the over-abundance of stock; so much of it that the orderly 
attractiveness of the interior was spoiled. Would he ever get his stock 
down to where it should be—without losing his shirt in the process. 

“T know, but I'll just have to work it down as best I can.” 

“Tf I sold your grade of shoes, Billy, I’d help you out a bit. You 
and Morland run just the same grade—and he’s already overloaded 
with dead stock. Unless you move yours quickly you'll be in as bad 
shape, so far as stock is concerned, as Morland. 

“Yes,” Billy said viciously, “but I’ve made a mess of my stock in a 
month, while it took Morland twenty odd years to do it.” 

“Cheer up, we all make mistakes. Now, what I came for was to get 
you to spend—invest is the better word—twenty-five dollars.” 

“What for?” was Billy’s blunt question. 

“For membership in the Fretton Chamber of Commerce. It does 
good work and all the leading merchants belong. We have a special 
luncheon once a month. The meeting’s tomorrow and there’s a fine 
speaker from Chicago who’s giving a series of talks on retailing. To- 
morrow he’s scheduled to speak on—let me see.” Parker fumbled in 
his pocket for the announcement. “Oh, yes—‘The Magic of Turn- 
over.’ Of course, his talk is general, but we can apply it to our own 
business if we’re any good. Come tomorrow as my guest, and then 
become a member.” 

“Thank you, Mr. Parker, I'll gladly come—and I'll join now if you 
like.” 

A few minutes later Parker left with Billy’s twenty-five dollars and 
a signed application for membership in the Fretton Chamber of Com- 
merce. 

Captain Jacks, who had heard the conversation, shook his head and 
announced:in his usual, emphatic tone: 

“Me boy, that’s a good thing, but you’ve got to sell a lot of shoes 
to earn twenty-five dollars.” 


- | OW do you do Billy—you didn’t expect to see me here.” As 


WHAT HAs 


ILLY ROGERS wanted to own 

a shoe store. He had $17,000 
and some practical experience ac- 
quired as a salesman in Parker's 
Shoe Shop. George Morland was 
willing to sell his store for $22,000. 
Too willing, in fact, as it appeared 
when Billy, acting on the advice of 
June Solent, consulted Jethro Blunt, 
president of Fretton National 
Bank, and the latter scanned the 
figures on Morland’s business. | n- 
der Blunt’s relentless questioning, 
Billy presently discovered that he 
had plenty to learn about running 
a business. The banker shrewdly 
advised Billy to see Mr. Parker, 
whose employ he had quit when he 
decided to blossom out as a full- 
fledged competitor. Billy overcame 
his reluctance to call on his old boss 
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and was more than ever convinced 
that there were lots of things he 
didn’t know. But he soon mastered 
a few basic principles and was 
eager to learn more. June also 
contributed some helpful ideas. 
Billy finally opened his store after 
mary trials. His first morning was 
a busy one, too busy to be comfort- 
able, and in the afternoon June 
came in to help him. Experience 
that day taught them that store 
management has its problems. Bil- 
ly’s competitors made trouble by 
cutting prices, and to meet the sit- 
uation the young merchant studied 
the possibilities of advertising. He 
also finds out what it means to ap- 
pease the wrath of the displeased 
customer. 


‘TU give you 
fifty cents a 
pair.” Moral: 
Don’t over- 
stock on “hot 
numbers.”’ 
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By Haro_tp WHITEHEAD 


Billy said nothing ; he merely smiled and walked to his desk. “How 
many pairs would I have to sell to earn that twenty-five?” he mused. 

Then he figured it out. He recalled that June and he had figured a 
net profit of 3 per cent after paying all expenses. “Of course, I have 
to count on the average selling expense for each pair. Now my average 
is around six dollars, I reckon. Three per cent of six dollars—that’s 
eighteen cents. Eighteen into twenty-five—let me see. By gosh, a 
hundred and forty pairs! Can’t be true,” he muttered. But the more 
he figured, the more sure he became of his figures. ‘Gee, this is fierce. 
Of course, I earn interest and salary—but this is extra expense and has 
to come out of net profit, according to June,” he was half whispering 
to himself as he figured. 


66 APTAIN,” he called out. “You are right. These extra ex- 
pense items are out of the question.” 

“That’s true, me boy, but you ought to get your money’s worth out 
of the Chamber. The acquaintance is valuable, and the talks should 
mean a lot. Howsomever, I find that triflin’ expenses play the very 
devil with the net profit.” 

Captain Jacks went on rambling about his old-time experiences, but 
Billy heard him not, for he was looking through his check stubs at 
incidental expenses—then he looked through his petty cash expendi- 
tures. 

“Ticket to firemans’ ball, $2.00. Advertising in school show pro- 
gram, $4.00. City employees’ picnic, $3.00. Movie theatre advertising, 
dollar a week for a year. Hell, that’s fifty-two dollars. . 

He closed up the books with a bang. “Well,” he said aloud to him- 
self, “I’ve learned two things this afternoon. The first is to watch 
incidental expenses; they can sink any business. The other is that a 
dollar a week is fifty-two dollars a year. And when I worked for 
Parker and he gave me a two-dollar raise, I kicked about ‘a measley 
two buck raise’, when I should have figured it as a hundred and four 
dollars a year. Gee, my viewpoints are surely being twisted in the 
neck !” 

Joe Rowe came up at that moment and said, “Boss, a salesman here 
says he’s got a swell line of shoes to sell you. Want to see him or 
shall I give ’im the air 

“Ha!” Billy couldn’t refrain from a sardonic laugh as he thought 
of a stock nearly three times what it should be. “Tell him I'll sell him 
a lot of shoes cheap!” 


>) 


[TURN TO PAGE 110, PLEASE] 
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WHICH DO YOU FIT—THE FOOT—THE EYE—OR THE POCKETBOOK? 


HOW CARN THE SMALL 
TOWN MERCHART 
SELL HIGH GRADE 
SHOES DPDROFITABLY? 


IRST the merchant in the shoe business must be (1) There is that division of the retail shoe busin: s 
Fi: enough to have business vision; he must “get which caters to the class of customers that wants sl! 
the picture” as to just what is the situation which and is able to pay for them; the class that buys by ‘‘ie 
faces him. He must be able to realize what the shoe foot, not by the pocketbook. This store is a bona 
business is. He must realize that the retail shoe trade service station for the community. 
is divided into two classes. (2) Then there is the classification that is just sim: | 
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a mercantile institution. 
Of course, it is ridiculous for the small merchant of 
limited means to endeavor to compete with great or- 


Here the power is all money. 


ganizations of wealth capable of crushing him finan- 
cially impossible if the competition is attempted on the 
basis which they establish—that of money power alone. 

Just as the dollar can’t do anything without the man 
so certain is it that the dollar can’t beat the man. 
ital alone can’t beat you. 

With the two classifications thus defined it is neces- 
choose 


Cap- 


sary to which classification 


you ire adapted to and then conform 
to thet particular way of conducting 
youl jusiness. 
~ Now that 
runnig a shoe store in 
consin Rapids, a city of 
8000 population. I “got 
the ;icture” in January 
as to’ what possibilities 
a merchant in a 
smal! town in the han- 
dlin of high-grade 
shox In January, in 
fact on January 16th, 
were delivered at 
my store 18 pairs of 
which cost me 
Up to June Ist 
my invoices on_ these 
totalled $1,100 
and our customers had 
taken 97 pairs of men’s 
shoes and 34 pairs of 
women’s shoes of the 
same make. In that type 
of merchandise our store 
has speeded up the turnover rate from one and one-half 


I’m 
Wis- 


remember 


lie for 


ther« 


shoe: 
$136 


shoes 


times per annum to 8 to 10 times a year. 

In this matter of special construction footwear | 
have found it poor policy to talk about corrective foot- 
wear because the use of that term gets a reaction from 
the customer that “I’m no cripple.” The conviction that 
we ram home is “correct-built” shoes. 

In this department of retail shoe selling the capital- 
combination furnishes 
they cannot conduct community service stations for 
the fitting of feet which the independent merchant can 


istic no competition because 


carry on. 

It is in the merely merchandising phase of the retail 
shoe business that the concern with a long string of 
stores has its place. The way to meet that competition 
is faster styling than the big unit of many stores can 
employ and the adherence to “heart sizes” in buying. 

What do I mean by fast styling? I spend one day a 
month visiting market. On my last trip to Chicago I 
had my shoes bought by 9 o’clock in the morning. Those 
shoes were at my store on Tuesday and, believe me, I 
let it be known that “Mr. Gleue has been to Chicago 
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“If a man has bum feet he has got to for- 
get his eye and purse,” says William Gleue 


This story by William Gleue of Wiscon- 
sin Rapids, Wis., (population 8000) is 
the most inspirational article of the month 


ae 


and brought home a lot of new style shoes.’ Those 


shoes are sizes for which we have demand. I've ac- 
customed myself to seeing a hundred women come into 

the store and only fifty of them buy- 
If a woman asks us for a 


frank to tell her that I 


ing shoes. 
AAA I am 
haven't it, and don’t expect to 
\ 6A, yes; double 


that’s where we di- 


have it. 
\, no; 
vide our purchases and 
we are not going to op- 
crate an accommodation 
This 


patterns so 


station. way | 
fast 
that they pay my price. 

And _ this 
price is another 


shoot 


matter of 
thing 
to receive a little atten- 
tion. To employ a two- 
cent saving and put out 
$4.98 price 


your fast style numbers 


tickets on 


it doesn’t mean a thing 
because two cents won't 
buy anything. I make it 
$4.90 a 


folks can do something 


pair because 
with a dime they save 
this way. 

There are three types 
of customers divided as to those who want you to fit 
their feet; those who classify as “pocket-book people” 
and those who expect the eye appeal. 

The man who comes in and says: “Bill, I want you 
to fit my feet”—he’s mine. I get out a pair of shoes 
that are long enough and wide enough and have the 
right last. He eases his feet into the shoes, admits 
they feel “pretty good” and says “Yes” when | 
ask him whether I shall put on the other pair. 
That man won't wander away to the other unit 
of retail shoe selling that merely merchan- 
dlises but gives scant service. 

To serve the pocketbook people 
it’s a case of fast patterns changed 
so quickly and so often as to 
outdistance the big unit with 
its massive slower mov- 
ing styling department 
and then getting rid 
of the 
pairs on the 
table 


last few 


bargain 





if that procedure is found to be altogether necessary. 
Handling these fast styles of today reminds me of 
operating a nice-looking fruit store. I think of these 
rapid moving styles in young women’s shoes just as I 
think of bananas, oranges and apples in a good-looking 
fruit store. If they aren’t moved quick they get spotted 
and soon after that they spoil. So in our store we have 
a $2.95 table and the odds and ends are placed there 
without delay. Also a line that’s found to be slow- 
moving goes there as soon as it shows lack of selling 
speed and we get rid 
of them and put the 
money they represent 
back into faster mov- 
ing merchandise. We 
have customers that 
buy almost entirely 
from that table. That’s 
all right, too. 
Then there’s_ the 
third class of buyers 
—those that buy from 
the “eye” The 
way to meet and sell 
that class of customer 
is to sell them either 
shoes that look good 
and are comfortable 
that look 
are low 


angle. 


or shoes 
good and 
priced. They came 
in to buy shoes that 
looked good. Sell 
them, shoes that not 
only look good but 
also have other 
property—comfort or 
pocketbook appeal. 

Business must be 
learned or you don’t 
stay in it. 
prevented makes you that much stronger. 

Chain store organizations have the retail shoemen 
watching them. Instead of watching them set down and 
figure out how to successfully conduct the independent 
store and let the chains do the watching and wondering. 

I have the most wonderful made-to-order cash register 
to save me bookkeeping and keep me posted on my busi- 
ness. It gives a lot of things like the stock number, cost 
price, salesman and whether it’s a credit or cash sale— 
gives it on every transaction and then there’s a place for 
“Thank You” and a few more words to the customer. 
Only in that space we print a statement to the effect 
that this coupon is worth 25 cents on any repair job 
done in our repair shop. This little plan gives us the 
name and address of every customer using these coupons 
to apply on repair work and we are able to secure a list 
of people who have bought merchandise at your store 
which supplies us with a very valuable mailing list. 


one 


Every bump understood and its repetition 


Another plan which we used effectively was to place ; 
sign in our show window to the effect that we will s 


any pair of shoes in our store for ten cents to the winne 


of a drawing to be held in our store the followin 
Saturday night. 
toward the front of our store a ballot box with the cu; 
tomary slot in the top of it. Each purchaser in oy 
store is invited to write his or her name and addres; , 
the receipt we supply for a cash sale. Then at the en 
of the week we have the policeman on our beat come j 
and make the dray. 
ing. And the perso 
winning the 
usually takes the bey 
shoes with which 
can fit his feet. Th 
publicity given such 
winning in a place the 
size of Wisconsiy 
Rapids arouses 
whole lot of interes 
and builds no littk 
good will. 

The retail shoe mer- 
chant must depart. 
mentize his store. Th 
perpetual inventor 
is an undeniable neces- 
sity—it is required t 
show whether _ the 
merchant is carrying 
too much stock for the 

busines: 
dealer 


In connection with this offer we pla 
] 


priz 


volume of 
The 
who 
mentizes 
hidden 
and losses where 


done. 
depart: 
knows 


. fits 
“Salesman,” says William ie 


Gleue, “just spread your 

samples in the back of the merchant 

my store—and feel right whose _ busines: 

at home in your own is not depart. 

display sample room.” mentized —_ maj 

fool himself be- 

cause of making a profit on his entire volume althoug! 

hlind to the sorry loss he may be suffering in one or tw 
particular departments. 

Salesmanship is the greatest necessity of the sho 
business. You might divide your salesmanship int 
three departments. 

1. In order to sell shoes you have to bring peopl 
vour store. The work required here includes adv 
ing, personal letters and all other forms of solicitatic 

2. When the prospects are induced to visit the stor 
it is a necessity to have them handled by the right 
of salespeople and they have to be sold satisfaction 

3. Then we have to have a department back of 
visible departments. This third department plan 
work which the other departments discharge. 

[TURN TO PAGE 108, PLi 
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THE J. R. BURNS SHOE CO. 
ENDICOTT, N.Y. 


Boor AnD SHOE RECORDER 





Built for men who eare by 
shoemakers who know how 


Tuenre is nothing better than first quality bends for 
outsoles, nothing superior to No. 1 grain innersoles, 
and nothing can surpass first quality calfskin for upper 
leathers. Such are used exclusively in the new Burns 
dress and business shoes. 

With the best of materials to work with and a 
reputation to make and keep, our shoemakers are bend- 
ing to the task of producing the best that is in them. 

Superior lasting, on ankle fitting lasts, extreme 
care in finishing operations, careful inspection and 
rigid attention to exacting specifications, has at last 
produced a shoe of which we and the trade at large 
have just cause to be proud. 

Cost has not been considered in the preliminary 
work of styling and patterning this new line. Only an 
honest consideration of our entire showing can give 
you even the faintest idea of what the Burns Shoe 
means to the dealer who is looking for something better 
for his best trade. 


‘rite us and without obligation on your 
part, we will be glad to show you. 
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YEAR ago the shoe industry was in the dumps. 
Most manufacturers were thinking of any- 
thing but increased capacity. Selby was the ex- 
ception. When the clouds were darkest, Selby was 
designing a new modern plant of surprising size. 


Why? 


Because Selby had plans which the management 
believed would revolutionize shoe retailing — ideas 
which dealers would accept so enthusiastically 
that nothing less than a new, up-to-the-minute, 
greatly enlarged factory would be able to take care 
of the business. 


So the immense new buildings were rushed to 
completion. And for the past four months — prac- 
tically since the first day occupied — even with all 
the improved facilities for speeding work — there 


has not been an idle minute nor unused foot of 
space. Dealers’ orders are pushing the factory to 
the limit. Nine thousand pairs are being produced 
day after day, the biggest output by far in this 
special field. 


What is Selby offering to win such widespread 
response? 


Selby dealers know. They are telling you now in 
their show windows, in their advertising, and in 
their crowded stores. Briefly, Selby offers: 


1. A revolutionary new line of Selby Arch Pre- 
server Shoes — shoes of ultra styling never before 
attempted in any footwear of special construction— 
shoes so smart as to attract the eye of the woman 
who seeks style alone — yet with all the health and 
action-inspiring features which always have made 
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NVINDICATED!! 


REVOLUTIONARY IDEAS OF PRO- 
GRESSIVE MANAGEMENT ACHIEVE 
UNHEARD-OF SUCCESS 


IMMENSE NEW FACTORY RUNNING 
OVERTIME TO FILL ORDERS 


NOW TURNING OUT 9000 PAIRS 
EVERY DAY TO SATISFY TREMEN- 
DOUS DEMAND FOR THE NEW 
SELBY EXCLUSIVE FEATURE SHOES 


Selby Arch Preserver Shoes the greatest repeaters 
in the industry. 


2. A practically endless line of Selby Arch Pre- 
server Shoes to retail at the popular price of $10.00 
—the modish colors and materials now so much 
in demand. 


3. A sensational new national advertising cam- 
paign in full color, full pages, and double pages 
featuring ensembles designed especially for Selby 
by the world-famous couturiers of Paris, and quot- 
ing over their signatures definite recommendation 
of the Arch Preserver Shoe as an essential part of 
the costume for smart, graceful, active women. 


4. An exceptional program of radio broadcasting 
presenting every week one of the world’s greatest 
symphony orchestras and an authoritative style 
forecast that every woman will want to hear. 


5. The most liberal cooperative local newspaper 
advertising plan which enables the Selby dealer to 
greatly increase his own publicity at no extra 
expense. 


The progressive policy outlined above is opening 
new vistas of profit to Selby dealers. They foresee 
the possibilities even better than we did. Not in 
our fondest dreams did we hope for such quick 
overwhelming acceptance of the new Selby mer- 
chandise and merchandising. Truly, dealers are 
making the most of the opportunity for greater 
business by “‘saying it with orders."’ 


THE SELBY SHOE COMPANY 
244 Seventh Street Portsmouth, Ohio 


World's largest producers in their chosen field 


Styl-Eez Tru-Poise 


Arch Preserver 
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GENUINE 
PLANTATION 


The Sterling Mark On A Crepe Sole 


Rayan Crepe Soles are like old 
friends. They wear well. 


For six years they have faithfully deliv. 
ered the goods. 


“Rajah” is the standard of crepe soles, 
and for your own protection, be sure 
that RAJAH is on every pair, if you 
want the original and genuine. 


There is plenty of evidence that the com- 
ing year will be a big crepe season. 


We have trebled our production. 


But if you want genuine RAJ AH, we ad- 
vise you to cover your future needs 1/00, 
while there is time for us to give you com: 
plete service. 


ALFRED HALE RUBBER COMPANY 


ATLANTIC, MASS. 
ESTABLISHED 1837 
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We Have What’s Selling!! 


Every day good merchants ask me—“‘Rosen, 
what’s selling?”” This page gives the an- 
swer and the reason these numbers all 
sell is because they are the result of 
George Rosen’s experience as a 
“Radcliffe” picker of good styles, well “eesne 
i Sig made and of the best Baia a 
prt — oo =. —* Bro. ooze, spike and cuban, A-B-C, $3.60. 


885 materials. 


Bik. i cs 1 fs; 
What sizes and 
widths and how 
many shall I 


send you? 


Yours truly, 


GEO. M. ROSEN. 


ke old . “Gypsy” 


oe k ut zard vamp kid quarter pike only 
B $3. 


“Regent” 
ret pump, spike only, A-B-C, $3.60. < Brown ize ird vamp ooze quarter, spike 
lk. kid pump, spike only, A-B-C. $3.60. ; we : 
{ Li Blk. sat. pump, spike only, A-B-C, $3. 60. ; a Black ooze vamp lizard quarter, spike 
? Geliy- Blue kid pump, spike only, AA-A-B-C, $3.85. . A-B-C . .-+0+$ 
iam 2 Blue ooze ¥ ‘amp kid quarter, spike 
A-B-C 


(Note: Same Materials on modified toes) ” me P 
. Green ooze “vamp and quarter spike 


Blue , kid ‘vamp “Vand quarter spike 
. soles, A-B- oe 
> Sure 
if you 


“La Satle” 


“Belle” 
Pat. a»! ant gun metal pat. trim, spike and oe a kid quarter, spike A 
cu Cc 

~ ae - 4 Brown lizard vamp kid quarter, ‘spike and 

cuban, -B-C ° 3.60 

Brown ooze vamp kid quarter spike and 

cuban, A-B-C... $3.60 
Black ooze vamp “kid quarter, 

{ 


lees SHOE co. cuban, A-B 


BOSTON oj Gun metal patent, sp 


MERCHANTS SHOE COMPANY 


57 Lincoln Street, Boston, Mass. 





ike and cuban 


Boor AND SHOE RECORDER 
combining THe SHOE RerTaAlILer, Sept. 28, 1929 53 
















There’s a squadron), 


behind Foot\ 









The Cecile Article: A cleverly 
conceived "' publicity’’ type of 
advertising by which your news- 
paper is enlisted as a Foot Saver 
booster. We'll outline the plan 
and supply material on request. 





The Dealer Style Portfolio: 
Printed in full color, this is a 
luxurious presentation of the 
current Foot Saver fashions — 
issued semi-annually for mail- 
ing to your customers. 





Foot Saver has a story to tell...We 


Hand - Written Invitation: 
This is < band- — and 1 . f ll , 
personally addressed letter to m 
your customers inviting them to te it power u y> graphically, fre 
your store to see the new Foot 


Saver style. These are ad- quently, in our national advertising. 


dressed by us from your lists. 


...But if your sales are to ride with 
ours—YOQU MUST TELL IT, TOO. 
... Naturally, we’re interested in how 
well you tell it— h _ 
Foot Saver Shoes claim that y ol . cl a 
“Utter ease is the first requisite Characteristically, we prove that in- 


of true smartness” terest by helping all along the line. 








The Julian & Kokenge Company 
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of veal selling helps 


oO Saver Shoes 




























Counter & Window Displays 





= a ¥ —Vividly colored, these cards 
Sate bear terse, sales-producing mes- 
ated sages on Foot Saver Shoes. Dis- 
blan tributed throughout your shop 
sites or used as window displays, 


they ave attractive and produc- 
tive ‘silent salesmen.”’ 





The Foot Saver Manual: A 
complete handbook of instruc- 
tions including many valuable 
hints on general footwear sell- 
ing with particular emphasis 
on the special features of Foot 
Savers. A real boost to your 
salesmen’s efficiency. 





The Ad Inspiration Book: 

Including an unusually wide 

and varied assortment of sug- 

gestions for your own local news- 

° . paper advertising on Foot Saver 

In this ad, we show a few of the ways in Sen, Arobad ongharaan 


are supplied free to you. 


which we help...These sales aids are yours 
in the interests of modern merchandising 
methods. They’re cleverly planned by ex- 
perts — according to tried and true com- 
mercial recipes. They’re resultful!... Won't 
you help yourself to these helps? There are 


Men’s Foot Saver Shoes made by The 


others we'll be glad to tell you about. Re- — Commonwealth Shoe & Leather Company, 
: . Whitman, Mass., and Slater Shoe Co., 
member, were ready and anxious to serve. Ltd., Montreal, Canada. 








VY 420 East 4th Street, Cincinnati, Ohio 
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UNRIVALLED APPEAL 


gnome will soon cram the Gates at the 
stadiums throughout the nation—anxious to see 
the game of games. 
Why? Because football satisfies the fundamental de- 
sire for clean-cut physical combat. 
And so in shoedom, leadership goes to Kepner Sport 
Leathers, because they satisfy the fundamental desire 
on the part of the public for beauty, service and 
economy. 
And largely responsible for their success, too, is the 
knowledge on the part of the public—and the Re- 
tailer, also, that fair play prevails—that the definite 
standard of Kepner quality is being faithfully upheld 
139 South Street for His protection. 


Boston, Mass. 
C. D. KEPNER LEATHER CO. 


The friendly house of Boston 


Branches in New York 
and St. Louis 








KEPNER SPORT 
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‘Diamond Spats 


In-Stock 


for Immediate Delivery 
MADE IN ENGLAND 





© 


The products of Brown & Sons of 
Wellingborough, England, whom 
we have the honor to represent in 
the States are widely known for their 
excellent quality. 


No. 100 Dark Gray 


No. 200 Light Gray Since 1836 Diamond Spats and Slip- 


No. 300 Dark Fawn pers have given to Merchants the 
opportunity to earn an unusual com- 


No. 400 Light Fawn petence for their distribution. 


‘ ‘ In ordering directly from this adver- 
Price $2.40 Per Pair S ’ 
tisement, you may expect to receive 


immediately the finest fitting, high- 
Discount 5% 10 Days est quality English made Spats suit- 
Net 30 Days able for the best American trade. 





EENE BROS:-CO: 
1M PORTER S jNnwwqyr 


47 W. 34th ST. MARBRIDGE PHONE WISCONSIN 6144 NEW YORK 
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PROP-HER ARCH SHOES 
In STOCK 
























































a 
4 
THE PRETTY ONE-STRAP THE BEATE OUT-0Ut 
525 Last. 13/8 i af Heel. Comp. 679 Last. 13/8 Leather Heel. Comp 
. be . mm 
1112—Black Patent, AA-D...$3.15 1514—Black Patent, AA-D...83. +4 
2112—Black Kid, AA-D...... 3. 2514—Black Kid, BAD ...0 0. 3.1 
3112—Brown Kid, AA-D..... 3.35 3514—Dark Brown Kid, AA-D 335 
for immediate shipment 
INCLUDING ; 
A WONDERFUL LINE OF ¥ 
i 
THE TOPSY TIE J U V IE NI L, ES re ] THE PEGGY GORE PUMP i 
526 Last. 14/8 Leather Heel. Comp. 525 Last. at ~~ Heel. Comp. 
| . 
nee Kid Lizard Trim. Mee bie Kia at. "oe ee : oe XY 
‘ 
THE TEDDY BLUCHER — 
OxFORD 
Gun Calf _ 
Heels: Children’s, rubber spring; = 
misses’ and girls’, leather with rub- 
or T. L. THE TASTY CENTER _ 
oie % bw 82.00 p . the +i 1 o ae 
6 “31%, GO, D..ccoes 5 679 Last. 15 00 eel. Comp 
THE AUTO TIE a225—12 °- 2 ; BD... ae T. L. 
619 Last. 11/8 Leather Heel. Rub- 9225— 2%-6 , B, C, D. 2.75 1110—Patent Dull Calf Trim, 
eT. L. The Teddy comes also in Black Pat- PoE rrr ts 35 
4517—Gun Calf Lizard Trim, ent and Tan Calf in the same sizes 4110—Brown Water’ Snake, 
BPD ncccccccccvcccece $3.35 and widths and at the same prices Brown Kid Trim, AA-D 3.75 
.00 To RETAIL AT POPULAR PRICES 00 
Send for new fall catalog 
| 
MANCHESTER, N. H. \ 
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CREEJE & COOK COMPANY 


‘|| 95 SOUTH ST, BOSTON, MAW 
TANNERIES~ DANVERS PORT, MAJY- 
» AGENTS IN THE PRINCIPAL CITIES OF THE UNITED STATES 


can be furnished in 
weights ranging from 
featherweighis fo brogues 


















































Patent ... be 
Berkeley f 2021— - a with contrasting kid lining throughout. 
9001 ’ | Im Stock: Same colors as above. pilso 


No 





IMMEDIATE DELIVERY 


BERKELEY 
1521—Kid opera with full grain kid sole to match, 
—— Tan Moire lining, heavy padded ballcce 
ry Steck: Brown, Red, Blue, Green, and 
Purple. 
1541—Same as 1521 with contrasting kid lining. 
To be made up, 12 pair lots or more. 10 
Day delivery 82.60 
2001—Men’s Grain Kid Mule, Moire ing. kid 
heel seat, padded grain kid sole to match, 
hand packed balloon heel. 
In Stock: Golden Brown, Blue, Red, 
Green and Purple $1.95 
2011—Same with fine satin lining throughout. 
Im Stock: Same colors as above. 4 


¢ IN-STOCK for é 





Patent 
2031—Same in full ‘grain Tan Mecca / 
satin lining throughout. Calf Sole y ° 2° 
n Stock $2.50 al P Vanity Fair 
2041—Same as 2031 with contrasting kid lining _— N 0) 
throughout. Im Stock .. $2. ae: o. 701 
1551—Men's Grain Kid Opera, contrasting kid 
lining, patent collar trim, grain kid padded 
sole, hand packed balloon heel. 
In Stock: Golden Brown, Blue, Red, 
Green and Purple $2.65 
1557—Same in Patent Leather, red kid lining and 
collar trim $2.65 
1631—-Same model as 1551 with moulded counter 
and reinforced shank. 
In Stock: Golden Brown, Blue, Red. 
Green and 
Same model as 1551 in full grain calf. 
In Stock: Tan Mecca, Red, Blue, Green, 
Purple and $2.85 
VANITY FAIR 
121—Ladies’ genuine ‘‘Vici’’ opera pump, ‘‘Suntan’’ 
moire lining, tussah silk pom pom, hand 
packed balloon heel, Snede Sole Padded. 
Im Stock: Golden Brown, Red, Blue 
Green, Purple and Black $1.45 
131—-Same with kid sole to match 
701—Ladies’ Open-shank D’Orsay made of genuine 
**Vici’’ Kid, fine pastel satin lining. special 
fitting inner sole, moulded counter, steel 
shank, wood covered heel, leather top lift. 
Kid padded sole to match. | 
In Stock: Red, Blue, Green, Purple $2.50 
71i1—Same as model 701, with contrasting kid 
lining throughout 83.00 SW 
S801-—Ladies’ fine satin D’Orsay, pastel toned satin Vanity Fair 
lining, smooth folded inner, imported colored 
rhinestone ornament, padded grain kid sole. 
moulded counter, steel shank, 6/8 wood 
covered heel, leather top lift 
In Stock: Black with cane satin lining 
and black with Nile satin lining....82.00 
%21—Ladies’ genuine ‘‘Vici’’ D’Orsay, “Suntan” 
moire lining, smooth folded inner, moulded 
= — ae 12/8 covered heel, 
leather toplift, padded grain kid sole to match. "Ts . 
In Stock: Red, Blue, Green, Purple. Rhinestone and Silk ornament 
Black, Patent and Golden Brown....82.00 pattern (not shown in illustra 
a model as 521 with fine pastel satin 
ning. 
= In *Stock: Red, Blue, Green, Purple 
¢ Black and Patent $2.35 


GENERAL FOOT WI 


476 BROADWAY Distributed also by Williams-Marvin Co., San Franiseo, 
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BETTER 
SLIPPERS 
CANNOT 
BE MADE 





Vanity Fair 


NoJIZ1 


‘Ts in-stock showing of General Footwear’s is an unusual 
line of remarkably good values which dealers can profitably 


merchandise at popular prices. 


You can always depend upon General Footwear Corporation 
for your complete requirements out of stock—We boast of a 
stock service that is 100% complete—Order direct from this 
ad. Prompt attention will be given all orders and inquiries. 


R CORPORATION 


NEW YORK 





md M. J. Saks Shoe Corp., 144 Duane St., New York. 


ae 
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=F 
PERFECT FIT 
RAPID SALES 
WITH 
A FEATURE LINE 
OF SMARTLY STYLED 
WOMEN’S WELTS 
TO RETAIL AT 


*{ 10 °S 


— 


NINE 
REASONS 
WHY 


A shoe that fits more feet correctly than 


ONE any other shoe. 
THREE fijaing instep so that bone, liga- 


ments and muscles function properly. 
Unusual room for the 


FIVE Cuboid Bone — insuring 
perfect balance between ball and 
heel tread. 


AIROMEEL REST 


SEVEN 


Specially Constructed Steel Shanks—(tested to 


EIGHT 


Non-Binding Vamp and Throat 


NINE 


Goodyear Welts—Smartly Styled to 
fully meet today’s demand for com- 
fort and fashionable appearance. 


LOREEN TT 


AIR-O-PEDIC SHOE 


MANUFACTURERS 


"INSTANTANEOUS COMFORT 


iiiiistinnieondsone 
beeen 


C4 
os 


COMPLETE SATISFACTION |! *. 


NINE 
REASONS 
WHY 


TWO Air-O-Heel Rest—An inbuilt shock ab 
sorber. This exclusive comfort feature 


is immediately appreciated by the wearer. 
FOUR Support for the Metatarsal Arch— 
innersole is formed at the ball to 
the natural contours of the foot. 
SIX Hugging Patterns— 
non-gaping at the sides— 
non-slipping at the heel. 


Ankle 


300 pounds). 


Line. 


‘Mua TATE 


COMPANY 


612 ATLANTIC AVE., BOSTON, MASS. 





WALK ON AIR IN AIR 


-O-PEDICS 





62 
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LAWRENCE 











WEILDA 
Suede Calf 


For over a quarter century 
the leader in the field of 
Fashionable Footwear. 


Tue rich feel, the delightful softness, 
and the surprising durability that distinguish WEILDA,— 


and which makes shoes of WEILDA Suede Calf so easily salable— 
are due to exclusive Lawrence methods of selection and preparation. 


Only the youngest and finest of baby calfskins are chosen for 
WEILDA. Working with these, Lawrence experts through pains- 
taking processes produce WEILDA Suede Calf,—the accepted 
standard in suede leathers. 


A.C.LAWRENCE (feu LEATHERY CO. 
210 South Street ens Boston, Mass. 
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Stitchdown ; tc 
R-5613 Patent Swanky Boot, silver and tan radio sI 
strap and snap cuff, silver buckle, specially a 
treated Kid-e-Proof sole, rubber heel 8'/- 
11, 114%-2 sizes. 
Sizes 5-8, 814-11, 1114-2. P 
$1.60, $1.85, $2.10. 
u 
t 
t 


HE tramp-tramp- 
tramp of scurrying 
soles sounds a warning for 
you to renew your stock of 


juvenile footwear. 





Stitchdown 


R-5324 Tan Elk Blucher Oxford, r- 
forated quarter, imitation wing «'p, 
medallion toe, brass Harvard . ye- 
lets, specially treated Kid-e-P: of 
sole, rubber heel. 

Sizes 81-11, 111-2. 
$1.70, $1.95. 





VV VV VV VY 
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WV 


‘o4 that the Army of Feet 
“| has marched back to school 


OU may expect their ceaseless grind, back and 

forth, from school room to playground, to 
bring them eventually to you for replacement of 
footwear. 


er 


SO 


What profitable feet to have tramping into your 
store for you to fit them again with “Hagers- 
town’s”! And what opportunities for profit if your 
shelves are lined with shoes that have just the dash 





> and snap that meet a youngster’s fancy! 
- “Hagerstowns” are just that kind of shoe,— Stitchdown 
smart-looking as well as sturdy wearing. An un- R-5605 Patent Blucher Boot, perforated eyerow, creased vamp, 


specially treated Kid-e-Proof sole, rubber heel, 8'/2-11, 
1142-2 sizes. 


R-5606 Tan Blucher Boot, as above. 
_ have = issued a _ — ey ete Died Chis Oies, cn chen. 
se latest, fast-moving, profit-making styles. 
ord for the ee of that iin of ae a oma ye ; oa “ry ee 
send today for Folder 9-R. $1.50, $1.75, $2.00. 


usually wide range of patterns has been added to 
this Fall’s line,—especially in Stitchdowns. 





McKay 

R-1481 Patent Buckle One Strap, black lizard strap and quar- R-1320 Tan Blucher Oxford, brown lizard quarter inlay, 
ter overlay, cutout quarter, black and silver buckle, one creased vamp, 11/8 leather heel, rubber tap, sizes 21-8. 
row stitching on vamp, 11/8 covered wood heel, rubber R-1319 Patent Blucher Oxford, black zipper quarter inlay, as 
heel, rubber tap, 212-8 sizes. nae, 

R-1489 Black Calf Buckle One Strap, black zipper strap over- R-1321 Black Blucher Oxford, black zipper quarter inlay, as 
lay, creased vamp, 11/8 leather heel, as above. above. 
Sizes 814-11, 1112-2, 244-8. Sizes 81-11, 1114-2, 212-8. 
$1.95, $2.20, $2.60. $1.85, $2.10, $2.35. 


SHOE, & LEGGING COMPANY 
FOS | Se EEGs v 






WELTS -STITCHDOWNS - MPKAYS - LEGGINGS 
Jtagerstown, Md. USA: 


le aS 








hn Mn th tn. Lo. hm tn, Bi Bin. hi, ia. ts his. Sie, 
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our advertisement 
im a country club 


HERE is only one way to place your store advertise- 
ment in a country club! While regulations prohibit 
advertising, Adwrap packages—with your name—can 
come in unhindered, carried by members! 
. What a wonderful opportunity to place your 
advertisement where it will be seen and to have 
your store discussed by customers and their friends. 
Change the costly expense for ordinary blank 
wrapping paper into an advertising asset for your 
store with Adwrap! Send now for beau- 
Sold through leading paper merchants. Pa- = ' pnt ome 
cific Northwest Paper Mills, Inc., 287 E. Farragut pa one ba Boag 
Street, Portland, Oregon. Middle States Paper cally in colorful, 


exclusive Adwrap 


Mills, Inc., 1613 Carroll Ave., Chicago, II. backgrounds. 


DW RAP 


The wrapping paper 
that advertises | 
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JENNY » MARIA-GUY + DRECOLL-BEER 


A sales story 


a) ‘ 
ER 
4 4 


worth telling 


It concerns the acceptance of Gaytees 


by Paris fashion houses 


OLL-BE 


‘ 
A 


Being justly proud of the new 1930 Gaytees, we recently sent a selec- 
tion to Paris. We showed them to the great fashion houses. Their 
reception? Well, it was nothing short of a sensation. 

Drecoll-Beer— Jenny —Maria-Guy —Suzanne Talbot—and other great 
couturiers declared the new Gaytees were the smartest rainy-day ac- 
cessory they had ever seen—harmonious in color and fabrics with 
their loveliest new winter creations. 


( 


4% 
4 


DRE 


They did more—they created “Gaytees ensem- 
bles” to include the new Gaytees. And their 
mannequins wore these Gaytees ensembles, Gay- 
tees and all, in the August fashion showings. No 
other American product, as far as we can dis- 
cover, was ever shown by a Paris couturier! 

The 1930 Gaytees styles that went to Paris are 
the same smartly tailored overshoes that we 
offer you this fall. 

A four-color double page spread in the October 
women’s magazines* gives you and your custom- 
ers the complete story of Gaytees in Paris. And 
what’s even more important to you, this adver- 
tisement brings the readers right into your store 
—the headline is this: 


TALBOT 


‘ 
7 


PARIS creates the “Gaytees ensemble”—with 
the same smartly tailored Gaytees you will find 
in your own shoe store! 


*Ladies’ Home Journal, Delineator, Vogue, Harper's Bazar 


CGaytees 


Reg. U. S. Pat. Off. 


— the Tailored Overshoes 
SUZANNE TALBOT +, CHANTAL + YTEB 
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A 


SUZANNE 
HANTAL 


( 





r. Julius Klezn, 


Assistant Secretary of Commerce, in 


THE HERALD TRIBUNE MAGAZINE of 


Aug. 4, says—in “Why Stores Fail’ 


“,..In the dry goods trade...this factor (obsolescence) 
is very high. It sometimes runs up to 20 per cent. of 
the total operations . . . Color obsolescence in hosiery is es- 
pecially striking. One moderately sized dry goods 
establishment specializing in a single line of women’s 
silk hosiery ... felt that it was compelled to handle 
no less than sixty different colors in that line during a 
single twelve-month period. Many of these colors 
were in demand only a few weeks before the trade 
calling for them disappeared entirely.” 


VAN RAALTE 


emphasizes these facts 
—an aspect of Service: 


1. 


The Van Raalte Hosiery Color Card for Autumn 
and Winter contains just 20 colors. 


Z. 


Many of these are identical with—and named 
like—Van Raalte’s Spring and Summer colors. 


> 


The range is the result of careful consideration 
—conferences with famous stylists, designers 
from great silk and worsted fabric houses, and 
the country’s leading footwear creators. Keen 
study has evolved only correct and subtle col- 
orings—exactly suited to every requirement for 
spectator sports, day, and evening occasions. 


Prices: $12 to $28 the dozen. 
Suggested Retail: $1.50 to $3.75 the pair. 


THE VAN RAALTE COMPANY, 
295 Fifth Avenue, New York City 





KING HARD ENAMELED 


SHOE BUCKLES 
AND ORNAMENTS 


at Prices That Are Truly Startling 





“These _ de- 
signs are beau- 
tifully hard 
enameled’ in 
newest colors.” 





3908 B 


Designs Patented 


Because of our ability to meet their requirements 
for style and matching of the newest color combina- 


tions in beautiful cloisonné hard enameled buckle 
and ornaments at a great saving, we are success 
fully supplying most of the larger shoe manufac 
turers. 


Every operation is performed ‘in our own modernly 
equipped factory which makes possible the Jowest 


prices ever offered for high grade enameled orna 
ments. All agree that our line and prices are un 
matched. 


Retailers may increase the sales appeal of many 


new patterns by knowing our creations, by usin 
them, and by making helpful suggestions. 
operation will be greatly appreciated. 


Your co- 





i 











R 


MV 


E 


Cc. G. KING & CO., Inc. 


Manufacturing Jewelers 





PROVIDENCE, R. I. 
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THE SEASON’S OUTSTANDING LINE 



























V AGABOND 
Blucher Oxford 





ROAMER 
Fored Oxford 





THE SEASON’S OUTSTANDING LINE 


E can say with all modesty that no line of shoes has 

a higher reputation for style, fit, and service than 

Hurley Shoes. To meet the demand of dealers for 
a shoe with which to meet $10 competition we have 
styled a complete line to retail at that popular price. We 
unhesitatingly say that it is the best value in America to- 
day. You will say so, too, when you see it. 


Don’t wait for our salesman to call. Send for samples 
now—+today—and line up for the fall business. We are 
prepared to offer you a variety of dealer helps for the 
promotion of these outstanding shoes. 





METATARSAL TODAY’S BEST BET 


ARCH 


Built Into the 
Innersole 


























A new comfort for your customers and 


a new talking point for vou Indispen- 


sable to some feet, beneficial to all feet 
—here is a demonstrated improvement 0 O 
that the customer can see and appreci . 


ate. It has been approved by some of 








the country’s best foot specialists. It 

is easier to sell an idea than it is to ROCKLAND, MASS. 
sell shoes, 

You will find the Hurley Arch a most Custom Shoemakers Since 1856 






salable idea and every time you sell 
the idea you reap the profits of a $10 
sale 
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Keyscroll 
design 


THE UNITED SLIPPER HEEL 


This new rubber heel for men’s slippers meets a long felt need for 
a LIGHT—QUIET— NON-SLIPPING heel that is SECURE IN 
ATTACHMENT. 


The United Slipper Heel is made on the same cored principle as our 
United Cushion “D” and “Button” types of heels. 





The United Slipper Heel is securely attached by nails driven from 


the inside in exactly the same manner as wood heels are attached. 





This leaves the walking surface of the heel unbroken. 


VERY GOOD LOOKING— COMPLETELY PRACTICAL 


SSS are 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 














Ul 
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ATTACHMENT 








NON-SLIPPING 


SECURE IN 
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MeratarsatPaps 


A SIZE FOR EVERY REQUIREMENT 


ss ee” 








Thickness 3/16” Titskneae 42° 
With Cement, $1:75 per doz. Reais ; i a i 
With Cement, $1.75 per doz Thickness % 
B-1 Without Cement, $1.25 per doz B-3 Without Cement, $1.25 per doz With Cement, $1.50 per doz. 
. B-5 Without Cement, $1.00 per doz. 
No. 2. Same as No. 1 with Tacks, $2.00 per doz. No. 4. Same as No. 3 with Tacks, $2.00 per doz. 
B-2 Without Cement, $1.95 per doz. B-4 Without Cement, $1.95 per doz. 





Thickness 3@” Thickness 3” Thickness 3/16” 
With Cement, $125 per doz. With Cement, $1.10 od doz. With Cement, $120 per doz. 
B-6 Without Cement, $ .75 per doz. B-7 Without Cement, $ .65 per doz. « B-8 Without Cement, $ S5 per doz. 





ILLUS- EXACT 
TRATIONS BYP 4 = 
Thickness 3/16 Rights and Lefts 
With Cement, $1.25 per doz. Thickness '4;” 
B-9 Without Cement, $ .75 per doz. Rights and Lefts With Cement, $1.25 per doz. 
Thickness 5 16” B-11 Without Cement, $ 75 per doz. 


With Cement, $1.50 per doz. 
B-10 Without Cement, $1.00 per doz 


All Metatarsal Pads packed one pair to a glassine bag:12pairs toa Carton 
*eavracruneo sy CVONS$ HOSE PROTECTOR Co. 


ORIGINATORS OF THE SPONGE RUBBER HOSE SAVER 
oy WV Ga, 1 a-1:7- 69 ¢-% : 





FR NTEBE iN J S.A 








Dunn & McCarthy, Inc. own this 


space but they tell us that until 


their new factory is completed, they 

cannot risk any advertising that 

might tend to excite an increased 
demand for 


ENNA JETTICK SHOES. 
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Man Needs a Turf-Like 
Cushion beneath his H eels 


NDER crushing packs the 
native bearer goes through 
the jungle day after day. 

He is tired at night but at dawn 
he arises refreshed — no nerve 
exhaustion. 

He walks as man was meant to 
walk—on a soft, springy cushion 
of sand, turf, leaves or moss. 

But your customers are pound- 
ing on hard floors and pavements. 
They know a type of nerve ex- 





haustion which sleep does not 
completely remedy. 


They welcome every bit of 
extra cushioning they can get for 
their feet. 


Many of them know they can 
get it in “U. S.” Spring-Step Rub- 
ber Heels. 

Specify “U. S.” Spring-Step 
when ordering from shoe manu- 
facturers. 











© “LIKE WALKING 
ON TURF" 


SPRING-STEP 


Rubber Heels 


Made by the makers of “Keds” and “Gaytees” 


United States @ Rubber Company 


1790 Broadway, New York City 


















Bi 
co 
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for Uskide on 


OR years USKIDE has been 

the most popular sole on the 
market for work shoes—known 
from coast to coast for its remark- 
able wear. Now there is a steadily 
growing call for USKIDE and 
USTAN on “street”? shoes as 
well, 

In ever increasing numbers 
men who never bought a “work” 
shoe—particularly those whose 
jobs call for a lot of walking—are 
turning to these comfortable, 




















There’s a Growing Demand 
“Street” Shoes 


water-proof, slip-proof, money- 
saving soles. 

In the thinner gauges, particu- 
larly, USKIDE and USTAN are 
so fine in appearance that you can 
show them with confidence to any 
man, no matter how particular he 
is about his personal appearance. 

When you next order shoes 
specify USKIDE or USTAN on 
two or three styles of better grade 
shoes—and watch the way your 
customers respond to them. 



























OVER 
33 MIELION PAIRS 
PROVED IN ee 
y jf | ACTUAL SERVICE Soles — Taps — Toplifts 
qt : Made by the makers of “Keds” and “Gaytees” 









United States (Rubber Company 


1790 Broadway, New York City 
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The Classic Opera in Blue 


The flattering lines of the Opera, its universal correctness, have made it 


a perennial fashion favorite. This season the MODERNE is particularly smart 


in deep nautical blue suede with a one-sided bow-knot appliqué of blue- 


gray lizard. Worn with crepe and velvet costumes in matching blue or 





contrasting beige or gray - - $10.50 - - Available in Black or Brown Calfskin. 
| 
WALK i OVER 


ASK ABOUT WALK-OVER HOSIERY AND MAIN-SPRING ARCH SHOES 





As Nationally Advertised in Newspaper Rotogravure Sections 
October 6, 1929. 


GEO. E. KEITH COMPANY 


Campello, Brockton, Massachusetts 
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| 
|! | : 
; Tie Si y 
K : ° 
| ie Sister to “Mary Jane | 
: 
° 
10 
1 
| ° 
(-) ° 
a ° 
d i 
° 
PAT. “MARY ANN” TURN 
In Stock Oct. 15th. 

5 AA to C 
2% to 8 F 
| Last 73—10/8 Covered Heel. | 
° ° 
d d 

Here it is! Every one is asking who is making 

the “Mary Ann”? Girls are wearing ’em with 

their saucy bows and now women are buying 
i them. The great enthusiasm shown over this t 
° style would indicate that ““Mary Ann”’ will beat 2 
| “Mary Jane”’! | 
° ° 
d d 





BURDETT 


SHOE COMPANY : LYNN » MASS: 
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Stock No. 11— 


Ascot Last Combination 
made of JETTA BLACK 
CALF. atural calf 
quarter linings. Oak 
soles. Wingfoot Rubber 


Heels. 
$3.50 


E. E. Taylor Corp., 
Brockton, Mass. 


merce. 


the money for improving their foot-dress. 


price asked for good shoes well made, in each 
| grade of footwear—either men’s or women’s. It 
gives the merchant better assurance of repeat 
business. 
































For your “leading numbers” specify JETTA 
CALF. 


Swatches will be sent on request. 


























The Sale of Men’s Shoes is on the Up and Up! 


A million pair gain in production of men’s shoes during recent 
weeks is reported by the United States Department of Com- 


The summer season’s remarkable increase in sales of men’s 
sport shoes is proof that men everywhere are willing to spend 


The “good appearance” desire of men finds its reflection in shoe 
style. Your men customers want this backed with quality value. 


JETTA CALF gives to the shoe both of these merchandising 
values. Its lustre finish and fine flat grain give the desired finish 
to the style; its mellow quality insures comfort; its rugged char- 
acteristic gives the shoe longer life. JETTA CALF justifies the 


ETTAY 


The World Finest 











eth) ks eatin 











ON DISPLAY 


our full line of 
Spring Colors 
Booth 10 
ASTOR HOTEL 
New York City 
October 14-15 


Joint Styles Conference. 
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GIRARD |) , 
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N 







Z\\"ipLACK CREPE OR PATENT LEATHER 


7‘) WITH A JUNIOR LXV HEEL 
st 









IN STOCK OCT. 10TH 














y! 
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UR new Estelle Another fashion tri- 
Matrix in black umph for the Matrix 
crepe or patent leath- In-Stock Department. 


er is just the shoe for $584 Patent Leather 


semi-formal wear. $585 Black Crépe 


i Beautiful 14/8 Junior AAAA—51% to 9 





LXV heel on our 280 














HH AAA—5§ to9 
Hy With the — 
formal black last and the best ma- MA—474 10 9 
broadcloth suit : A—4 tog 
terials we can buy. B—3% tog With the 
2 « informal dinner 
You can sell a pair to C—3 to9 dress 
With the 
nearlyEVERY customer. afternoon dress D—3) to 8 













@ metres 


|) E. P. REED & CO. ROCHESTER, N. Y. 


New York Style Studio: Marbridge Bldg. (B’way at 34th St.) Chicago Office: 1316 Republic Bldg. Philadelphia Office: Denckla Bldg. 
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Announcing— 


The settlement of litigation between H. Goodman 
& Sons and Fleming & Keever Co., Inc., validating 
Patent Number 1326153. 


Above 
Back of buckle 


td atesiee (SESS H. GOODMAN & SONS 


CLASP 


By virtue of this settlement 


have resumed the manufacture of the well known 


“TRIUMPH” SHOE CLASP 


as exclusive manufacturers and sole licencees. 


The Triumph Clasp is in great demand becaiise 
it is simple, inexpensive, easily attached, easily e- 
Back of Buckle with tached, holds vamps and buckle absolutely firm. 


TRIUMPH CLASP , 


attached Manufacturer :—Samples will be gladly sent to you 


on request. 


Shoe Merchant :—Ask your manufacturer to equip 
your models with “Triumph” Clasps. 


H. GOODMAN & SONS, INC. 
17 West 17th St. New York 


Branches in Toronto and Los Angeles 























a, 


y > 








Cc. P. FORD & CO., Inc. 
Rochester, N. Y. 


All the attributes that distinguish good footwear for 
women are to be found in “ARCHETYPE SHOES”: 


Originality—Beauty—Perfect Fitting 
Add to these the Character and Quality of FORD Shoe- 


making and the Scientific Construction that make for 
highly delighted customers, you have more than shoes— 
a Proposition for Added and Cumulative Profits. 


Let us tell you more about Archetype. 
C. P. FORD & CO., INC. 
ROCHESTER, N. Y. 


Detroit Office: Burns-Gray Bldg.—Ray Wegman. 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
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Diamond Brand Visible Fast Color 
Eyelets simplify lacing, allow the 
upper to snug down comfortably 
to the instep and preserve the style 
lines of the upper. Customers ap- 
preciate these advantages. Quality 
shoemakers never neglect such an 
important detail as Visible Eyelets. 
Color No. 300 harmonizes perfectly 
with dark brown leathers. 








- 


Tle 
CURACY 


Celastic Box Toes accurately repro- 


duce the graceful style lines the de- 
signer has fashioned into the last. The 
remarkable fusing action, which is 
characteristic of Celastic, gives the toe 
of the shoe a smart, distinctive appear- 
ance that altracts customers . . . and 
the comfort, wear and satisfaction that 
holds them. Then again, you will find 
that the shoe is easier to fit when the 


toe of the last is accurately reproduced 
with Celastic — The Quality Box Toe. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 





NNUAL 


SHOE STORE SERVICE SECTION 


Devoted to Matters of Display and Merchandising Methods 


A AAA AAO HR EM 


SALES 
Fr ORT The Busiest Month 


of the Fall Season 
For ano & at Retail + + ¢ 


OCTOBER 


October 1-5 


Parties—parties—more parties. They are in the public mind now—and 
always what is in the public mind should, if possible, be used as a lure to 
catch the public eye for your windows and ads. Play up party footwear 
and get party atmosphere into the decorative features of your windows and 
ads. 

Have you a Hallowe’en trim planned out? If not, get the plan detailed 
this week and check up to make sure that all the wanted materials are 
obtainable locally. If necessary to send away for anything, lose no time in 
doing this. 


October 7-12 


Tie in with sports that are current locally. If a good percentage of your 
citizens are interested in World’s Series returns, provide these in some way. 
Put in an ad inviting fans who are tied to their places of business to get the 
score at any time during the progress of the game by ‘phoning your store. 
If there is not much interest in major league baseball, put in trims with the 
atmosphere of football or other sports that do interest the townsfolk. Shoes 
for bowling, basketball, and other indoor games, also for hunting, fishing 
and hiking, might be featured. 


October 14-19 


This is a good time to push specialty shoes. For instance blues and 
buckle patterns for men. Where colors are shown in shoes, show the 
right hosiery colors to go with them. 

Feature the items which will insure satisfactory shoe service—dressings 
that preserve the finish of the leather and prevent drying and cracking; 
trees or forms to keep shoes in shape when they are not being worn; orna- 
ments to change the appearance of women’s shoes; extra laces to meet emer- 
gencies. Findings and hosiery should accompany the shoes leaving your 
store. 


October 21-3 

Now for the stormwelts and dressy overshoes. Give them some good unit 
displays, even if the weather is clear. But don’t crowd out the party foot- 
wear on this side of Hallowe’en. 

Don’t let this month go by without having your Christmas decorations 
fully listed and ordered. 

Get busy on some window panels and other decorative features for 
Thanksgiving. 
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¥ to Shoe Store | 
Owners and 
Managers | 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating G@mpany 


1060 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 


— 













































No. 9015 

















American Seating Company 
1060 Lytton Bldg., Chicago, Ill. 
Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 


Styles in Shop Seating.” 
Name : 
Address - . Seas “No. 6079 





City . State 
Address sandiiind to 











No. 4072 me y} 


— 


2 reas : ai 
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In this window of the Palmer Shoe Shop, Chicago, three stages are used for window displays, flanked by large 
pictures of actresses wearing some of the shoes shown. 





STAGE SETTINGS FOR SHOES 


VEN through the medium of 
inanimate displays, there are 
methods by which a sales story 

can be dramatized. 
Mr. D. LaGee, display manager of 
the Palmer Boot Shop, devised one 


which is cleverly worked out in the 
window pictured here. 
Briefly summarized, the sales 


objective of the window was: 

To induce hosiery purchases in 
shoes ; principally suedes. 

To induce hosiery purchases in 
conjunction with shoe purchases. 
To accomplish this it was thought 

advisable to play up the dress en- 
semble idea—to show the adaptability 
of the shoe to the newest modes in 





women’s dress. 

Mr. LaGee felt that to give unques- 
tioned authenticity to the apparel this 
should be identified with the name 


A close up of the stages. Note the hand 
displaying the stocking and the card com- 
mending “Manon” as the shade for stock- 
ings to be worn with brown suede. The 
bright chromeflex backs of these stages 
attract attention from quite a distance 
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of a well known couturier. Accord- 
ingly he borrowed some of the new- 
est creations of Nelle Diamond, 
whose Michigan Avenue shop is one 
of the most exclusive. 

done was to 


The next thing to be 








get all the human interest possible 
into the display—to dramatize it, in 
other words. In this connection it 
was noted that women as a rule are 
very much interested in actresses and 


[TURN TO PAGE 104, PLEASE] 
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“At last— 


a satisfactory polish 
for suedes ’*— 


exclaimed a 
delighted customer. 


| peers footwear is notoriously 
hard to keep clean.. And when 
you recommend to your customers a 
polish that will do a satisfactory 
piece of work, you earn their grati- 
tude and continued patronage. 


Cavalier Polish for suede cleans 
all the dirt and grease from the 
leather and at the same time deposits 
fresh, clean color in the leather 
which gives it the appearance of be- 
ing new—and that color will not 
“smudge” off. 


There is a Cavalier Polish or 
dressing for every shoe fabric—and 
Cavalier products are sold only 
through the shoe merchant—not 
throtgh drug and grocery stores at 
cut prices! 


Youll be interested in the 

Cavalier “Leather Dictionary” 

—describing shoe fabrics and 

their treatment. We'll be glad 
to send you a copy. 


THE CAVALIER 
CORPORATION 


J. V. Lobell, Pres. 


Baltimore, Md. 
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STOP 


The Sidewalk Parade 


At Your Store 


with a 


PAT OFrFIceE 











Don’t stand idly by and watch the 
daily procession of shoppers walk 
past your store. Get them to look at 
your merchandise, urge them to buy 
your goods by installing a “Silent 
Salesman” Display Case outside your 
door where everyone can look at your 
specials. This “Silent Salesman” will 
pay for itself in a short time with the 
added business it will bring into your 
store. Delay no longer. Write for 
information about the “Silent Sales- 
man” Display Case NOW. 


DETROIT SHOW CASE CO. 
1670 W. Fort St., Detroit, Mich. 
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Because Grand Rapids store plans and fixtures are 
the result of 30 years concentrated experience in meet- 
ing and solving every conceivable problem of retail 
selling in all types of stores. 


Because Grand Rapids equipment correctly holds 
and vives full sales-making display to the particular 
merchandise for which it was designed. 


Because if your store is planned and equipped by 
Grand Rapids, you can arrange your departments so 
that you will operate more economically—sell more 
merchandise with fewer salespeople. Results in thou- 
sands of cases verify this fact. Sales increases of as high 
as 70, to 85% are not uncommon. 


Because every square foot of sales space is scientif- 
ically planned for sales. Each department and each 
floor and wall case occupies exactly the amount of 
space its profits justify and no more. 


Because Grand Rapids equipment takes full advan- 


sales volume? 






tage of known buying habits, customer traffic, store 
area— these and countless other factors that enter 
into modern merchandising, and which must be con- 
sidered if your volume and net profits are to be all that 
they could and should be. 


Slipshod, old-fashioned and inefficient retailing is 
on its way out. It simply cannot survive against to- 
day’s rising costs and narrower profits. Every facility 
that will increase volume and decrease sales cost must 
be utilized. 

If your equipment and customer-service suffers 
from comparison with your competitor's, and if sales 
are falling off, why not allow one of our merchandis- 
ing experts to tell you how easily, quickly and inex- 
pensively it may be modernized completely? It will 
certainly be well worth your while. 

Further information will be sent you if you will 
simply attach the coupon below to your letterhead 
and mail. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 





Executive Offices: 
Grand Rapids, 
Mich. 
Branch offices and 
representatives in 
every territory 


GRAND Rapips STORE EQuIPMENT CORPORATION, Z-9 
Grand Rapids, Michigan 
Gentlemen: Please send full information and a free copy of 
your new book “The New Way Method in Merchandising 


Factories: 
Grand Rapids 
Portland, Ore. 

Baltimore 


New York City 

















STORE PLANNE AND 
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FINE STORE 











EQUIPMENT 





SOUAE SSS, SHOWCARD SERVICE Obi iri 
Including 100 Price Tickets 


a eras 
: that blend ene 
Chie, flattering ja mark : $4 taste. 


ysieyi *. Avertt these different? 


(Cards illustrated above are selections 





Show Cards that 


Artistic—Different—Sales Building 





The annual card services include:— 


Modernistic card holders, gold with black trim (3-color 
festoon base between frame and plateau) enhance the 


. interchangeable show card monthly service, 
beauty of your window cards—harmonize with the finest 7A Mi 


all sales messages different, each month's 


of window daplay tauses cards of different designs and colors. 


Printed Price Tickets 


Annual Card Service is exclusive for one mer. 
chant in an average size town, suburb or metro- 
politan shopping center. 


Either of the tickets illustrated below will 
be supplied free to annual card service 
members in place of blank tickets each 


month in the quantity indicated in the Ask us if your town is or may be open. 
description of each monthly card service. 





Printed Price Tickets 








All Regular and Clearance Sale. 
Attractive Any prices wanted 25c to $22.50—Green Border 
Hand-Lettered Any prices wanted 85c to $14.00—Orange Border 
Price Ticket 
Actual size, blue and 6-doz. odd lot assortment $1.10 


reddish brown design, , ; 
black figures—80 dif- 12 doz.—$2.00 


ferent prices. 24 doz.—$3.50 
69c to $17.50 


25c per dozen 
6 doz.—$1.25 


12 doz.—$2.25 || % a | 24 doz.—$2.50 
24 doz.— $4.00 ee eS 1 doz. of one price 15¢. 


Figur 2 
Check With Order, thank Size) Cash or stamps with order. 


Please 


12 each of 6 prices 85c. 
12 doz.—$1.50 




















BooT AND SHOP RECORDER nee 
combining THE SHOE RETAILER, Sept. 2°. |’ 









rFrimonsisting f4 Cardholders « 12 Showcerds 


Exclusive in your town ortrading area 


> 
» PY 


.7 


-. 
} 









, . ti 
Disting ion 
k Moderns - 
_ Hy! fy Surdy/ 


ory 
vo 










Interesting? 





from our AUGUST service) 


| Have “IT” — 


Then Mail Coupon 





















Service A eg ett é a 

—J: is the most valuable of window card franchises to own No. 1 otters, 190 Pusk [rice 
. ° Tickets, . f - 

for your town, suburb or metropolitan shopping center. ten ent Se waa, A ae & 


$4.00 monthly ($48.00 the year) 


MANY WELL RATED MERCHANTS from coast to 
Services 12 cards (7”x11”) 4 Card 


coast now use it for pulling window-shoppers into their stores. ean” is iit me 
No. 1-B . 
Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
sign illustrated below 

















NOW READY $5.00 monthly ($60.00 the year) 
orvice, SEPTEMBER CARDS JUNBOR 50 “Biesk, Price Vishet. or 
_ ervice : 
onth’s (3 colors) (7x11 inches) ve wanted of ae yay —T- 

e0"S3.00 monthly ($36.00 the year) 
SINGLE SHOW 
Printed Price Tickets 
CARDS a PS oot A} 
° tickets indicated ee cents per month 
met- EACH . 
etro- & . 
Check With Order, Mail the Coupon 
Please 
In the panel are brief descriptions of 
Select any subject below by number the several Services we offer. Select the 








one you wish. 
Available to merchants in towns only 











. Gectober Cards reflect the ptt ee eeee ee ee eee ee ee SESE 
where there is not an annual card Halloween spirit — die cut 
° orange color pumpkin. Gold COUPON 
service member. lettering on black. 
BOOT & SHOE RECORDER, 
WOMEN’S HOSIERY 189 W. Madison St., Chicago, III. 
No. —Style Note—Shoes and Fur Ne 9—We: is ite as essential 
die — vipa Rony ; ay  alaea y nro a Please enter our order for the Recorder “Sell- 
No. 2—A Smart Note+-For Fall— ing Messages” card service No. for one 
: Genuine Lizard— GENERAL year, consisting of cards each month 
No 3 Fall gg Ha a ane No. 10—Your Feet will be more and art card holders, with the first 
No. 4- gossoit ae "sac Confortable in Arch Hug month’s service, beginning with cards for Oct. 
No. 5-—Brown — Leading Color for gers— for which we will pay $———— per year, pay- 
$1.10 Fall, 1929— No. 11—The Autumn Shoe Mode able $————. per month. 
pte ; _ . MEN’S © Smart Models For cash in advance full year’s service, 5% 
No ° . Fraternity of No 12——-We Follow Thru Always discount. 
No. 7—Dark Blue the new color in : ° _— ie isco, (If service be discontinued before expiration of 
Men’s Shoes— No. 13--For Wet Weather—the new order, we agree to pay $1.00 per month additionai 
CHILDREN’S ; styles in Rubber Fost wear for each month’s card service delivered.) 
No. a Better No. 14 7 Here The New We sell Men’s, Women’s, Children’s shoes and 


hosiery. (Cross out lines not carried.) 


N. B.—The privilege of exchange of current month’s cards is Printed Price Tickets :— 





Sc. available to annual card service members who may find listed — ee ee oe Ce Ge 
above card texts, abbreviated here because of space require- eee Shia 
ments, which better cover their merchandising program. 
Owner 
. Merchants Service Dept. City 
BOOT AND SHOE RECORDER a 
rier. 


(Sept. 28 issue) 


189 W. Madison St., Chicago 
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SPECIALIZING 
IN MASS 
PRODUCTION 
TO INSURE 
LOWEST COSTS 


BRIER 
MFG. 
CO. 


PROVIDENCE, 
RHODE ISLAND 








What’s in a name?—Plenty—if it is one that |. 
easily recognized—easily remembered an. 
appropriate. 


HUMPTY-DUMPTY 


fits children’s shoes as well as our Hum 

children’s feet. VoSemety chess 
Good welt shoes properly styled—proper!l i I 
with good selling idea Py Seema te 

Let us send samples nl details. 


WILLITS SHOE CO. 
HALIFAX, PA. 


MANUFACTURERS’ OWN STOCK. 
BUY DIRECT FROM MAKERS. 
NO JOBBERS. NO MIDDLEMEN. 


GENTS.—B. C. D. “a LADIES.—A - C.D be 
Tan and Black - -25 Tan and Black - 
Tan Field Boots - . Tan and Black 

‘lan Jodhpurs - Jodhpurs - 
CHILDREN’S RIDING BOOTS. 

D. Width - - 9.75 and 11.00 


MANFIELD & SONS 


1629 Chestnut St. 
PHILADELPHIA 


IN STOCK 


SEND FOR CATALOGUE 
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HE manufacture of Wearite Composition 
Soles is guided by the famous and prophetic 
“Flexing Test.”” 


The Test that has eliminated entirely all guesswork 
from the buying of composition soles. For the 
past three years it has forecast the wearing qual- 
ities of Wearite Soles—a prediction proved by 
more than 10,000,000 Wearite Soles in actual use! 


The Flexing Test does to a sole what actual wear 
will do—flexes it. It tells the shoe manufacturer 
exactly which make of sole will give the greatest 
satisfaction. It has shown, with convincing clear- 
ness, the superiority of Wearite Soles over all 
others submitted for testing. 


If you are selling shoes for long, satisfactory wear 
—shoes for children, for general outdoor use of 
adults—specify Wearite. Let us send you a book- 
let giving details of the Flexing Test. 


ESSEX RUBBER CO., Trenton, N. J. 


New York Boston Chicago Milwaukee St. Louis 


Makers also of Plytex Soles and Tite-Edge Heels 


RRR oo RE 
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AS YOU FLEX 
WHEN YOU 
WALK 
4 


WEARITE 
SOLES 








ft hoz i} 


{i 
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WHAT DEPARTMENTIZING PROVED! 


Rotary Club meeting in his home town of Santa 

Barbara, Cal. There he heard a talk on the 
advantages of departmentizing stores. In the course 
of the next few days, this thought persisted, “What kind 
of a showing would my store make if it was depart- 
mentized?” Although his general figures showed that 
he was making a fair net return on his investment, it 
was not enough to cause him to let well enough alone. 
Hardy wanted to know. And learn he did. It was 
some shock to discover that three of his departments 
were operating in the red. 

The method that was finally worked out is quite 
simple in operation. To say that Hardy has three sales- 
men selling, in addition to himself and that the young 
ladv in the office finds plenty of time to “double in 
hosiery,” not only gives one a fair picture of the store 
but also shows the little amount of work required to 
keep the books straight. It might be added that the 


‘ COUPLE of years ago, A. C. Hardy went to the 


store caters to the moderate priced family trade with 
very few charge accounts. 


HE first innovation during the reformation period 
was the discarding of salesbooks. Regular cash regis- 
ter slips serve as customer receipts. Office records are 
kept through slips of white paper one inch wide and 
four inches long. These have the stock number, size, 
width and retail price on one side, while the cost in code 
is on the reverse. These slips are clipped to the shoe 
carton. When the shoes are sold, they are sent to the 
office with the money, and the cash register stub. 
case of a charge, the customer’s name is written on the 
slip. The use of these slips means quite a saving of time 
when the store is full of customers. Then the office is 
sure of the correct details as regards stock num/ers, 
price, etc., for often the best of men will transpose 1um- 
bers inadvertently. 
Every morning the previous day’s sales are checked 
with the cash, the costs are added by departments for 
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“My pleasure is in my 
business. I study it 
and play it as if it were 
a hand of bridge.” 
—A. C. Hardy 










he perpetual inventory. These departments are Foot- 
ear, Repair, Findings and Hosiery. The next step is 
b separate the sales by salesman. This is done on a 
eet called “Daily Recap Sheet.” What little charge 
isiness is done is also recorded on this sheet. These 
daily Recap Sheets form practically a Day Book for 
| the posting to the General Records is done from these 









Hoenn fg ag ach tee EaNO NRE. ays 





eets. 
The monthly Recap Sheets are of great interest to 





Fa eee 








the Boss for they tell him the true condition of his 
business. Take the departmental Profit and Loss 
Statement shown herewith. This tells the de- 
partmentized sales, costs, gross and net profits for the 
current month and also to date for the year. 
tracting the costs from the total sales, one gets the gross 


By sub- 


profits: then subtract expenses for net profit. 

It will be noted that the figures show footwear made 
a net profit of $930.15 for the month and showed an 
alleged total profit of $7,598.76 so far for the year. Re- 
pairs, on the other hand, is in the red, for $680.08. Note, 
at the end of the year, the proportionate part that should 
be transferred from the Repair department to the ad- 
vertising account, is done. In common with most stores, 
Hardy considers “free repairs” an advertising expense. 

One interesting set of figures on this page is the 
“Salesmen’s Percentages.” The important revelation in 
this table, is that the man who gets the largest salary, 
costs the house the least to keep. 

Another interesting record is the monthly shoe stock 
report together with the perpetual inventory. This shows 
pairs on hand—when received, when sold, profit, cost, 
sales and dollar inventory of each style. 











Peete 


DEPARTMENTAL PROFIT AND Loss STATEMENT 
FOOTWEAR FINDINGS HOSIERY 
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Month Year Month Year Month Year 


Month Year 








Sales $6,814.70 $58,496.15 
: $143.96 $1,451.14 
$353.40 $1,803.43 







$254.45 $3,235. 












6,814.70 58,496.15 143.96 1,451.14 353.40 1,803.43 254.45 3,235.96 
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4,548.38 34,966.12 14.23 885.52 265.29 1,231.82 101.83 2,962.92 











Gross 







period Profit 2,266.32 23,530.03 129.73 565.62 88.11 571.61 152.62 273.04 
regis. Expenses 1,336.17 15,931.27 29.85 383.33 35.94 463.33 75.79 953.12 
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Profit 







930.15 7,598.76 99.88 182.29 52.17 108.28 76.83 680.08 
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“A Horse! My Kingdom for a Horse!!”’ 


—that was ALL RIGHT in its day. But to make a quick 
getaway now, this famous quotation must be revamped to 


“Call a Taxi!” 


Same in the shoe business. 

Those who cling to old ideas—old methods—who “drive a horse 
and buggy and not an auto”—are being left way behind in the pro- 
cession of Progress.. 

The shoe of the day—the shoe of Progress and Profit—the shoe that 
is increasing its sales and its production faster than any other—must 
be the shoe that you cannot afford NOT to sell—Compo cemented 
soles. It is revolutionizing the shoe business. 


As Flexible as Any Other Infants’ Shoe. 


Fi M Has the ONLY Absolutely Smooth Sole. 
LA Has NO Metal or Tacks to Hurt Growing 
Feet. 
Made with Perfectly Smooth Linings. 
O M p Does Away with Old Traditions. 
ane. Better Shoes at NO Advance in Price. 


Perfected in Every Particular. 
No Channels or Relasting—No Stitches. 
Soles GUARANTEED to Stay PUT. 
SOLES £ 
; Beauty Accelerated—with Results and 
— i] 
Perfected Shoe! Effects No Other Process Will Permit. 


We Don’t Ask You to Merely Take Our Word for it. Try out a few Pairs of 
ELAM-COMPO Shoes for Infants and Make the Test to Your Own Satis- 
faction. SAMPLES GLADLY SENT FOR THIS PURPOSE. 


The 1929 “100-miles-an-hour” 
The 1880 “Horse & Buggy” Way ELAM.COMPO Way 


Write 
F. S. ELAM SHOE CoO. 


Manufacturers 
ROCHESTER, N. Y. 


- Seams, stitches, wax PF ——S eo &y Absolutely sm 


and lumps in un- = SAMPLES ON DISPLAY AT => So 


even surface under 
the feet in all old- 522 Statler Bldg., Boston, Mass. No threads or 
to hurt little fe: 


way shoes. 
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Merncs SHOE ADs 
To 


SPEED Faun SALES 


ERE’S a page of men’s shoe ads and every one a good one. But 
it took a lot of searching to find them and that raises the question 
as to why, when the men’s shoe business isn’t all it ought to be, 

retailers don’t advertise more and plan their advertising more carefully. 
Right now, when fall buying is getting well under way, newspapers every- 
where are filled with fascinating advertising of women’s shoes. But, com- 
paratively speaking, the men’s end of the business is being sadly neglected, 
so far as advertising goes. 

lo advertise men’s shoes successfully, you must first catch the interest 
oi the man and then give him a real reason for buying. Notice how 
John Ward does those two things. “This is a finer shoe after you’ve worn it.” 
There’s a catchy phrase that intrigues imagination and arouses interest. 
It makes the reader wonder why. Observe how the cut portrays the shape 
of the last and suggests the detail of sole and heel. It’s something differ- 
ent from the ordinary run of shoe cuts seen in retail ads. 

it’s logical to tie up fall advertising of men’s style shoes with the football 
season. Walk-Over, of Chicago, 
does it by playing up their Stadium 
model in cut and caption and Nettle- 
ton stresses the same thought in the 
copy of their ad. 





IAD 


BY WALK 





DEVON —a smart wing-tip custom last ...$17 


What's new in shoes 


for me? 


W. don’t blame some men for thinking 
the girls have all the call in new ideas 
in shoes. Possibly they’ve never seen 
Nettletons. For Nettleton introduces 
new ideas with each Fall football sched- 
ule and new ideas with the first robin 
of Spring. There’s no reason why you 
shouldn’t have the pleasure of wearing 
these fine shoes today. $12.50 to $20. 


“Tlettbeton 


HOTEL ROOSEVELT HOTEL McALPIN 
365 Madison Avenue 1286 


The man who walks a lot will 
like this shoe! It is smartly’ 
conservative’. . . and has the 
Supporting ° "Maun Spring Arch’ 
which wards off foot fatigue. 
In the newer brown or black. 
glove calfskin, 10 


WALKOVER 


SHOES FOR MEN 
14 SOUTH DEARBORN STREET 


#032 West Madison Street 6440 South Halsted Street 


stoo Sheridan Road «ris South Parkway ‘HUDSON TERMINAL BLDG., 30 Church Street 
1313 East 65rd Street 2se2 East rist Street 


6or Davis Street, Evanston Elgin - Rockford - Gary, And at these six LONG'S SHOPS: 
South Bend 66 Delancey St. 161 East 86th St. 29 East Fordham Rd. 
BROOKLYN: 389 Fulton St. 1389 B’way. 100 Flatbush Ave. 
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“BRANROSS” is one of 107 Johe Wards & $9. An 
exford ons —+— Martin's imported 
— heavy. sole, leather heel. ngsllers 
k of tas. In Shamed Jobe Ward sores. Other 
lass $7 wo $14. 





this is a 
finer shoe after 
you’ve worn it 





‘OU can apply an absolute 

test to a fine shoe. You 
can prove how carefully it is eennieteias 
made and how high-grade the 26 New Suen 
leather is by wearing it. 

A common shoe may fit when 
you put it gn. John Wards will 
fit the first day, but fit better she 
second day, and the third day, 
and so on. This is a, character- 
istic only of very finely made 
‘shoes. 

You heve this proof of qual- 
ity in John Ward's “Branross” 
at $¢. So low a price for such Also shops to, 
flaw}es¢leather and careful make onathend 
is dve solely to modern effici- aaa 
ency in our organization, the 
largest of its kind. 


« JebxWaid 


MEN'S SHOES 


1389 Broedway 
26 Fam 420d Seree 


23 Cortland: Siren 


1661 Broadway 
Open wets! modeight 


1115 Brosdwer 
227 Brosdway 
262 Went 2SchStree 


Brooklye: 
948 Palos Screet 











0-G SHOES for MEN 
tor AUTUMN 


5q5°°° «| wonpeRFut! 
and the 


PROOF 


is m the 
WEARING! 


—they're Smart! 
—they're Values! 
. THEY'RE ALL 

THAT GOOD 
SHOES SHOULD 
BE, AND MORE! 


PRICED TO SAVE YOU MONEY 





| of NUT and BURR BROWN 


O°coN Ne OR & GOLDBERG 
OG STORES FOR MEN: 

205 S. State St. Neer Adams 159 W. Madison St.Neer Le Salle 

$225 Roosevelt Road 

1253 Milwaukee Ave. 


4616 Shervdan Road 
6348 So. Haleved St. 


These 0-G Stores Open Saturday Evenings 





2) 


“We sold 


many thousand pair! 


d . 
on Specify more and more 
of your fastening devices”’ 


Wolock & Bauer 


“Features” Waldes Koh-i-noor Buckle 
and add their recommendation as authen- 
tic stylists to many others. 
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WALDES KOH-I-NOOR INC. 
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ystments 48 mit 


yf 





the Jalon of 


wolock 
és bauer 


presents the 


Petal Mode 


Twenty-two fifty 


Featuring a Koh-i-noor Jewel Clasp 











A smart original which reflects 

the influence of this very new 

fashion trend so talked about 
at the Paris Openings. 


This Ad is one of a 
series appearing in 
the Chicago Daily 
Tribune. 


























WALDES Koh-i-noor 


and Jewel Clasps 


Are Fashions Symbols of Stylish Shoes? 
The modern “Snap-on!” and “Snap-off” 
simplicity is a feature which has ap- 
pealed strongly to American women. 


your shoes with them if you specify 
them by name. They add beauty to 
shoes at the point which is most attrac- 
tive to the eye. 


And besides, you are spared all the fuss 
of last minute adjustment; you simply 
slide the buckle to the proper position. 
and the patented twin-lock holds _ it 
securely. No marring of shoes due to 
punching of holes in straps, or frequent 
fastening of the old style method. 


Send for Samples and Information 


Patent 
Licensee 


The Riker 


Worlds Largest Snap Fastener Mfrs. Co. 


Newark. 


Long Island City, New York N. J. 


ta. us, oar. OF 


Jewel Snap Buckles : 


GDOOOOOOOOOODOWOOOOQOOOOOOODOQOODOOOOOOOGOOGOOQOOOOOQOOOOOOQOOQOE DOQOOOQODOQOOOOOQOOQOQOQOQOQOO +0" 
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THE TRAVELING 
SHOE SALESMAN 


Louis has been selected as head- 

quarters for the annual conven- 
tion of the National Shoe Travelers’ As- 
sociation, to be held in that city January 
8 and 4—just before the convention of 
the National Shoe Retailers’ Associa- 
tion. A special meeting room will be 
provided by the hotel, in which all con- 
vention sessions will be held, new offi- 
cers elected for the year 1930 and com- 
mittee reports presented. 

National Secretary T. A. Delany 
urges that all members planning to at- 
tend make reservations as early as 
possible, mailing them to National 
headquarters, Room 429, Statler Build- 
ing, Park Square, Boston. Mr. Delany 
also announces that arrangements have 
been completed with the various rail- 
roads whereby convention round trip 
rates, amounting to one and one-half 
times the regular round trip rate, can 
be secured by ali delegates. In order 
to take advantage of this low rate it 
will be necessary for the members to 
secure a convention certificate from the 
passenger agent at the point from 
which they embark for St. Louis. After 
arriving in the convention city, these 
certificates will be validated at a spe- 
cial validation booth in the hotel which 
will be in charge of Mr. Delany. 

Members of the N. S. T. A. also will 
play a prominent part in the N. S. R. 
A. convention—several members hav- 
jing been appointed to serve on the 
Registration Committee; and others 
having been asked to cooperate in the 
putting on of the style show which will 
be a big feature of the convention. 

Frank B. King, chairman of the N. 
S. T. A. Styles Committee, and chair- 
man, also, of the Trades Cooperative 
Committee, was in St. Louis recently 
participating in one of the preliminary 
style show conferences. 

All delegates to the N. S. T. A. con- 
vention, during their stay in the city, 
will be the guests of the St. Louis Shoe 
Manufacturers’ and Wholesalers’ As- 
sociation. 


she New Jefferson Hotel in St. 





ALES representatives of the J. R. 

Burns Shoe Co., of Endicott, N. Y., 
left September 15 for their respective 
territories with the company’s complete 
line of quality footwear for men. They 
are taking orders for October ist de- 
livery from stock. The members of the 
sales staff and their territories are as 
follows: 

W. D. Berry, Chicago and suburbs; 
C. C. Cook, Illinois and Indiana; W. 
L. McMannis, Wisconsin, Minnesota 
and Iowa; Otto Baisch, Michigan; F. 
E. Kirkendall, Ohio and West Vir- 
ginia; Fred Doherty, Western Pennsyl- 
vania and Western New York; R. G. 
Snell, Eastern Pennsylvania and East- 
ern New York; Sam J. Hill, Missis- 
sippi, Kentucky and Tennessee; Walter 
Wright, Alabama, Georgia and Flor- 
ida; and W. S. Bauldin, Virginia and 
the Carolipas. 
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AMILTON-BROWN SHOE CO., 

St. Louis, is now represented in 
Chicago and surrounding territory by 
S. H. Harvey, who formerly covered 
Illinois territory for the ‘H-B’ company 
out of their St. Louis headquarters. 
The Chicago salesroom has been re- 
moved to suite 1500, No. 209 South 
State Street. 





HARLES GAY 
CASTERLIN, 

of Flint, Mich., 
who has been the 
sales _representa- 
tive of the Hagers- 
town Shoe and 
Legging Co., of 
Hagerstown, Md., 
since’ early in 
1924, died at his 
home after a brief 
illness September 
8. He was 52 years 
of age and is sur- 
vived by his widow 
and three daughters. Mr. Casterlin 
had been active in the shoe profession 
for nearly 35 years, having served in 
retail stores as well as on the road, 
and had been a faithful representative 
—always loyal to the best interests of 
both company and his customers. “He 
had,” says an official of the company, 
“a very wide personal friendship and 
we know he was held in high esteem by 
all with whom he came in contact. His 
loss will be felt very keenly by his em- 
ployers as well as by the many friends 
he made during his years of service.” 





Cc. G. Casterlin 





PERCY ARNOLD, president of 

*the M. N. Arnold Shoe Co., pre- 
sided at the meetings which made up 
the semi-annual sales conference held 
recently at the plant of the company 
in North Abington, Mass. Patterns, 
lasts and leathers in the new lines were 
interestingly presented by Malcolm P. 
Arnold, vice president and superinten- 
dent; while the sales and advertising 
campaigns were discussed by Burton 
L. Wales, manager of sales and adver- 
tising. Other addresses were made by 
Stock Department Manager D. C. Ar- 
nold and Credit Manager E. S. Strout. 
A feature of the conference was a din- 
ner held in Scituate at which sales 
prizes were presented to Dwight C. 
Arnold, who covers the Pacific Coast; 
Paul Pontius, who covers Ohio; and 
A. V. Rooney, whose territory is New 
York City. Following the conference, 
Sales Manager Wales left for a trip 
through the middle west, stopping at 
St. Louis for a conference with the 
mid-western salesmen. 








Lansing—A Clean Cut 
Business Town 


‘THE capital of Michigan is nation- 
ally known as a mighty good, clean- 
cut business town—particularly for 
shoe stores financed by local capital. 
The so-called chain store, or shoe busi- 
ness backed by outside capital, has, as 
yet, played but a minor role in the 
merchandising of footwear to Lan- 
sing’s citizens. 

The twenty-six downtown shoe mer- 
chants do an annual retail business of 
approximately $1,705,000. Better than 
90 per cent of this is done by subscrib- 
ers to the BooT AND SHOE RECORDER. 
Even before the merger of The Shoe 
Retailer with the Boot AND SHOE RE- 
CORDER, merchants who subscribed ex- 
clusively to the RECORDER did 70 per 
cent of the above volume. 

Down-town Lansing, like practically 
every other influential trading center 
in America, has found there is no sub- 
stitute for the information and inspi- 
ration which the BooT AND SHOE RE- 
CORDER brings to it each week. 





AxotaEs sales conference which 
brought a large number of sales- 
men together was that of Alden, 
Walker & Wilde, Inc., of East Wey- 
mouth, Mass. New lasts and patterns, 
plans for an extensive development of 
the Matrix shoe for men and for an 
enlarged stock department were pre- 
sented by Harry T. Wright, president; 
A. E. Rankin, vice-president; and F. 
W. McKeon, treasurer. The men who 
sell Alden, Walker & Wilde shoes, with 
their territories, are: 

A. E. Rankin, south Atlantic states 
east of the Mississippi; George W. 
Manson, Nebraska, Kansas, Missouri, 
Texas, lowa and Oklahoma; J. A. War- 
render, Ohio, Illinois (except Chicago), 
Kentucky, Indiana and Michigan; 
Waldo M. Oakman, Chicago, Pacific 
Coast and Northwest; Charles H. Stev- 
ens, New England; George L. Starks, 
Pennsylvania, West Virginia, Dela- 
ware and Maryland; John W. Higgins, 
New York City and New Jersey. 

EMBERS of The Shoe Travelers 

Association of Chicago in attend- 
ance at a regularly called meeting at 
Hotel La Salle, Saturday, Sept. 14, paid 
tribute to the meeting of their fellow 
member Frank Klofath, who died a few 
days before the meeting was held. 

President Strandhagen called for a 
standing expression of silent apprecia- 
tion for the memory of the departed 
member and after the luncheon was 
served adjournment was had enabling 
members to attend the funeral. 













HO the shoeman determined to build his busi 
| Ness on service, emphasizing shoe fitting rather 
than shoe selling, no line offers more than 
Wilbur Coon Shoes. With us, fit is the first 
consideration. This season’s Wilbur Coon Shoes are beau- 
tiful indeed, but beauty of line has been achieved without 


sacrificing fit and comfort. 





Fit them conscientiously, and you will establish an ever in- 
. creasing following of repeat customers. Once worn always 
worn, providing ‘the foot is fitted with the correct size and 


width. 


No line offers more than Wilbur Coon Shoes from the 
standpoint of merchandising. No make-up business is 
solicited, and every dealer is encouraged to confine his ef- 
forts to stock shoes exclusively. 


This should not be difficult. The line is always in keep- 
ing with the times, and its completeness is proven by the 
success of a score of stores operating on Wilbur Coon Shoes 
exclusively. 


Wilbur Coon Shoes are nationally advertised in Good 
Housekeeping and the Ladies’ Home Journal. To tie up 
with this we offer you a complete supply of selling helps, 
such as window material, direct mail matter and a news- 
paper ad service. 

Sizes range from 1 to 12, widths AAAA to EEEEE. Made 
by the Goodyear Welt Process, on Special Measurement 
lasts, with arch supporting shanks. 


W. B. COON CO. 
37 Canal St. 
Rochester, N. Y. 
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ues the semi-annual sales 
conference of the company, held 
Sept. 17 and 18 in the factory at 
Brockton, most of the representatives 
of Thompson Bros. Shoe Co., are either 
in their territories or en route with 
their new samples for the coming sea- 
son. The conference was attended by 
all the salesmen who, with their terri- 
tories, are as follows: 

Joseph Kalisky—Michigan, Wiscon- 
sin, Minnesota, Iowa, Nebraska, IIli- 
nois (except Chicago) and North and 
South Dakota; Dave Davis—Chicago 
and St. Louis; J. M. Cummings—Vir- 
ginia, West Virginia, North and South 
Carolina, Georgia, Florida, Alabama; 
Joseph L. Schlesinger—Texas, Louisi- 
ana, Oklahoma, Kentucky, Kansas, 
Missouri and Mississippi; Marshall 
Nazro—New York State (except New 
York City), parts of the Pacific Coast 
and part of New England; Harry H. 
Baldwin—Pennsylvania, Ohio, Mary- 
land and the District of Columbia; 
George Vroom—New York City, New 
Jersey and Delaware; Fred Johnson— 
Boston and parts of New England. 


E. HESSLER, for several seasons 
ewith the H. C. Godman Co., is now 
representing Morris Bros. Shoe Co., of 
Quincy, Ill. His territory includes the 
state of Illinois and the city of Chi- 
cago. 


ILLIAM McLAREN of San Fran- 

cisco has been appointed to cover 
the Pacific Coast and New Mexico for 
E. T. Wright & Co., Inc., of Rockland, 
Mass., and the Curtis Shoe Co., of 
Marlboro, Mass. 


HRIS WwW. 

JOHNSON is 
secretary of the 
Wisconsin Shoe 
Travelers Asso- 
ciation and one of 
the real reasons 
why there is an 
association of shoe 
travelers in Wis- 
consin. 

Mr. Johnson has 
always been keen- 
ly interested in as- 
sociation work in Chris. W. Johnson 
the interest of the 
traveling salesmen. He believes that 
strong organizations contribute mate- 
rially to the improvement of conditions 
for the men on the road. He places 
no limit on the hours he devotes to the 
work of the Wisconsin Association and 
as a result of his efforts, together with 
those of the other efficient officers, that 
organization is rapidly forging to the 
front as one of the real live-wire asso- 
ciations of traveling shoe men. 


THE death of A. B. (Bert) McCor- 
mack, well known shoe salesman 
and former retail merchant, whose ill- 
ness was recently announced in the 
RECORDER, occurred Saturday, Septem- 
ber 14, in New York city. For a num- 
ber of weeks he had been in the hos- 
pital and his friends had hoped for his 
recovery. A letter dictated by Mr. 
McCormack, thanking the association 
for flowers sent him and wishing his 
old friends health and happiness, was 
read at the annual meeting of the New 
York State Shoe Retailers Association 
at Syracuse. He is survived by his 
brother, W. J. McCormack, a popular 
Shoe traveler of Syracuse. 
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AWRENCE 
HAGERMAN, 
of Chicago, is now 
covering the cen- 
tra) western shoe 
factories for The 
Dayton Last 
Works, Dayton, 
Ohio. 

Mr. Hagerman is 
already extensively 
acquainted among 
the shoe manufac- 
turers of the terri- 
tory extending 
from western Mich- 
igan to the Twin 
Cities by reason of his association for 
the last three years with The United 
Last Co.’s Chicago salesroom, following 
seven years of practical last making 
experience with the Sturgis-Jones or- 
ganization. 


Lawrence Hagerman 


HE J. & O. Shoe Manufacturers, 

Inc., of New York, are represented 
on the Pacific Coast by William Mead, 
who reports highly gratifying volume 
of business this year. (UTPS) 





Shoe Imports Almost 
Doubled First Eight 
Months 


During the first eight months 
of 1929, the United States im- 
ported 3,844,223 pairs of leather 
boots and shoes (free) valued at 
$10,983,035, as compared with 
1,743,075 pairs valued at $5,553,- 
156, imported during the corre- 
sponding period of 1928, accord- 
ing to figures issued by the Shoe 
and Leather Manufactures Divi- 
sion, Department of Commerce. 
The 1929 importations followed 
similar trend of 1928 with March 
as the peak of the import trade 
(660,495 pairs) followed by de- 
cline during May, June and July 
to 287,754 pairs, with upward ten- 
dency in August as shown by im- 
ports amounting to 408,360 pairs, 
valued at $1,203,586. 

In August, 1928, the United 
States imported 135,028 pairs of 
leather boots and shoes (free) 
and in August of the current year 
408,360 pairs, and of this quantity 
41,425 pairs, valued at $207,511, 
were for men and boys; 339,736 
pairs valued at $934,602 were for 
women, and 27,199 pairs valued 
at $61,473 for children. 

The United Kingdom supplied 
the United States with 28,621 
pairs of men’s and boys’ shoes, 
valued at $172,384. Czechoslo- 
vakia, Canada and Austria sup- 
plied respectively 7,134, 3,088 
and 2,057 pairs, of men’s and 
boys’ shoes. 

Out of 339,736 pairs of women’s 
shoes imported during the month 
of August 283,919 pairs, valued 
at $697,073 were manufactured in 
Czechoslovakia; 34,243 pairs 
valued at $148,808 were of Swiss 
origin; 8408 pairs valued at $35,- 
688 of French, and 7953 pairs 
valued at $16,931 of Austrian 
origin. Switzerland supplied 22,- 
443 pairs of children’s shoes 
valued at $54,905. 











ALESMEN of the Commonwealth 

Shoe & Leather Co., of Whitman, 
are en route to or in their territories 
after the semi-annual sales conference 
conducted at the factory and which 
wound up with a big jamboree, at which 
executives joined, conducted at May- 
flower Grove, Bryantville. Members of 
the Bostonian Club also were guests. 
A clambake was the crowning feature 
of the affair. 

At the various sessions President 
Charles H. Jones, Treasurer Paul 
Jones, Alfred G. Matless, sales man- 
ager; Supt. Charles B. Pierce and 
other executives gave addresses during 
which prospects for fall and winter 
were reported bright. Samples, of 
which a great many new numbers will 
be shown in the next few weeks, were 
displayed. 


Those attending were: Philip Murk- 
land, Beloit, Mich.; R. L. Polson, Dav- 
enport, Iowa; George Buttersworth, Los 
Angeles; Simon Ruwitch, Highland 
Park, Ill.; John Roedder, Chicago; 

- M. Darrah, Cleveland; D. F. 
O’Brien, Pennsylvania; Fred Faulkner, 
Charlestown, W. Va.; August Wolforth, 
Whitman; J. C. Trainer, Collingswood, 
N. J.; Charles Jordan, Syracuse; J. A. 
Clickner, Bloomington, Ill.; John Ford, 
Wollaston; P. A. Weldon, New York; 
A. Leiren, Eau Claire, Wis.; E. V. Mc- 
Nally, Kansas City; George Faulkner, 
Huntington, W. Va.; C. S. Teeple, 
Dallas, Tex.; S. C. Herbert, St. Louis; 
A. Richardson, Boston; C. L. Mulhaus- 
ser, New York; Ernest Smith, Boston; 
Frank Rowbotham, Dorchester. 


LIFFORD H. 

WARD is now 
in his territory as 
representative of 
the Ault-Shackford 
Shoe Company, in 
North Carolina, 
South Carolina, 
Kentucky and Ten- 
nessee. Mr. Ward 
is well known in 
the territory which 
he is covering. His 
home is at Eliza- 
beth City, N. C. 
The lines that he 
carries include the “Ann Elise” Good- 
year welt line and the Wise & Cooper 
“Fashion Welt’ line. 


HARLES A. ROBERTS, who cov- 

ers several of the Western States 
for the Cantilever Corporation of 
Brooklyn, has now added to his activi- 
ties by opening an exclusive Cantilever 
shoe shop at 1631 Sixth Avenue, Seat- 
tle, Wash. The building in which the 
store is located is known as the Medi- 
cal and Dental Building and, as its 
name implies, is used largely by mem- 
bers of the medical profession. Mr. 
Roberts began his shoe career by sell- 
ing Cantilever shoes for the Missoula 
Mercantile Co., of Missoula, Montana. 
Later he was taken to Cantilever head- 
quarters in Brooklyn and, still later, 
was sent on the road with the line. 


Clifford H. Ward 


HE Craddock-Terry Company has 

appointed William Connell as one 
of its representatives in the California 
territory. (UTPS) 





IN STOCK—Newest 


“TAMEA” 
Special Process 


B-282—Genuine Black Small 
Grain Lizard 87.50 


B-' ae Senaine Rajah 
7.50 


“CAPITAN” 
Pr 


pecial ocess 
B-262—Genuine Brown Small 
Grain Lizard with Brown Kid 
Quarter $6.50 
B-261—Genuine Black Small 
Grain Lizard with Mat _ Kid 
Quarter 86.56 


“TRIFLE” 
Special Process 
— Suede with Brown 


Tabs on Quarter 85.2 
B-274—Black Suede with Patent 

Leather Trim and Black Lizard 
Tabs on Quarter 














Patent Leather ... 


“PARTHY” 

Special Process 
B-324—Brown Suede and Gen- 
uine Brown Watersnake to match 
B-325—Black Suede and Genuine 
Black Lizard 6.00 


“INDRA” 
Special Process 
B-225—Genuine Brown Lizard 
with Brown Kid Quarter. .86.25 
-1 nuine Black Lizard 
with Mat Kid Quarter....$6.25 
B-133—Genuine Neisan Tan 
wey Reaves Kid Quarter e 


B 3: Blue Lizard 
with Blue Kid Quarter...$6.35 


P ee 
pectal ocess 
B- _—— Suede Pewee oS 


“TAMEA” 
Special Process 
B-276—Mat Kid with Black Shark 
Calf Straps ............85.25 
B-278—Brown Kid with Brown 
ion Calf 


Fall Styles 


“BERNICIA” 

Spectal Process 
B-323—Black Kid with Nickel 
and Jet Buckle $5.00 _200—Be on 
B-2349—Lighter shade of Brown own Calcutta | Lizard 


Kid with Gold and (Imitation) 15/8 Cuban 
Buckle ee 5.2 


“TAMEA” 
Special Process 


“HELMA” 
Special Process 
B-263—Genuine Black Small 
Grain Lisard 87.00 
> ~~ epee 


“HINDU” 

Special Process 
B-239—Brown Ring Lizard Calf 
(Imitatien) $5.10 


“TAMEA” 
Spectal Process 
B-294—Dull Black Kid with Black 
Shark Calf Straps ......$4.85 
B-300—Brown Kid with Brown 
Scorpion Calf Straps 5.10 
B-293—Patent md with mes 
Shark Calf Str 4.76 
B-3098—Dark Blue ‘zi with oe 
Lizard Calf Straps 5.2 


“MONTE” 

Special Process 
B-302—Dull Black Kid. 
B-305—Brown Kid 


“REGENT” 
19/8 Heel 
Special Process 
B-272—Brown Suede 
B-270—Black — 
B-174—Black Sati 
B-176—Black 
Weight) 
B-17 Patent Leather .. 
B-286—Brown Kid 
B-170—Imported Wh. Crepe Silk, 
suitable for tinting any color 


“VIRADO” 
Special Process 


$5.00 
B-171—Imported Bl. Silk Cre 
$4.85 


Spec 
Pla 
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White Satin ...... B-9098—Silver Kid ....... 6.00 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 


SIZES 
BAA coeeee ee to 
cocccccce et & tO 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 
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Bata Quarters 
in Chicago, Scene 
of Much Activity 


Speculation as to Rumored 
Plans for American Retail 
Chain of Shoe Stores 


CHIcCAGO.—Thomas Bata, Czechoslo- 
vakian shoe manufacturer and reputed 
operator of many chain stores in seven 
European countries, appears to be en- 
tering the American market. 

The Bata Shoe and Leather Co. occu- 
pies premises on the fourth floor of 125 
South Market Street, Chicago, where 
ample space is devoted to many shoe 
shipping cases, and such evidence as 
window cards and other items of equip- 
ment for retail stores indicate prepara- 
tions underway for retailing. 

In a recent issue of an American pub- 
lication devoted to the interests of chain 
stores a special writer reviews the shoe 
trade experience and progress of 
Thomas Bata from 1894 to the present 
and states that the successes of the 
Bata chain shoe stores in European 
countries cause Mr. Bata to hope for a 
repetition of this success. 

One Bata shoe store specializing on 
shoes to retail at $3.95 is already in 
operation at 5633 West Twenty-second 
Street, Chicago; another location is said 
to have been obtained in the South Hal- 
sted and Sixty-third Street district. 

The Bata organization in Europe de- 
voted to manufacturing alone is credited 
with employing six thousand workers 
and producing upwards of 40,000 pairs 
of shoes every twenty-four hours. It 
is rumored that practically all Amer- 
ican business in the future will be done 
through a chain of Bata stores. 


Guy Bogard New Buyer 
at McCurdy’s 


Rocuester, N. Y. (UTPS)—Mc- 
Curdy and Company, Rochester down- 
town department store last week took 
ver the lease of its shoe department 
which has been in the hands of James 
F, Olmsted & Company, shoe retailers, 
for the last 18 years. Guy L. Bogard 
of Bedell’s, New York, was appointed 





buyer by the management. 
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Men’s Blue Shoes Win Acceptance 


One Manufacturer Sees Significance in Early Reorders; 
Another Adds Blue To New Stock Line 


NEW YORK—While some shoe manv- | 


facturers and tanners are reported to 
be pursuing a policy of watchful wait- 
ing with regard to blue shoes for men 
in order to make sure what the attitude 
of the consumer will be, others who 
have taken the initiative in playing 
this new style development for all it 
is worth report results far exceeding 
their expectations. 

Lou Hart, of Forbush Shoe Co., rec- 
ognized as an outstanding authority on 
men’s shoe styles, declared this week 
that his firm has received a number 
of reorders from retailers who bought 





They Want To Know 


Merchants ask us where to buy 
shoes and other store merchandise. 
In this space we list the following 
typical inquiries: 

H-1572 Wants women’s dress novel- 
ties to retail $5.85 and $6.85, 
from stock. 

Wants children’s white satin 
slippers, 5% to 8%, 8% to 
11, 11% to 2. 

Wants misses’ and college 
girls’ snappy shoes in stock, 
to retail at $4. 

Wants infants’ soft sole 
shoes, good style, at 30 cents. 
Wants women’s shoes to re- 
tail $3. 

Wants growing girls’ rub- 
ber soled leather oxfords, 
with heel. 

Wants women’s one strap 
white kid slippers, Cuban 
and spike heels, to retail $5. 
Wants men’s felt shoes; also 
men’s canvas shoes. with 
leather soles. 

Wants for export, men’s 
shoes costing $2 to $2.50. 
Wants children’s shoes which 
will correct the “toeing in’’ 
habit. 

Wants women’s turn 
to retail $6 and $7. 
Wants football shoes to re- 
tail $4 to $5. 

Wants women’s welds to re- 
tail $5. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
—. 80 Federal Street, Boston, 

ass. 


H-1580 
H-1581 


H-1582 
H-1583 
H-1584 


shoes 











the blue numbers from the Forbush 
line for fall. Mr. Hart was plainly 
enthusiastic over the possibilities for 
blue shoes for men. He interprets the 
fact that reorders are coming in at 
this early date as an indication that 
the blue shoe idea has caught the 
fancy of the usually cautious and con- 
servative male consumer. He expects 
blue shoes will go over big. 

Mr. Hart said that Forbush shipped 
twelve lots of 36 to 48 pairs each in 
July and that five reorders already 
have been received from merchants in 
different sections of the country. The 
experience of Forbush seems to tally 


| with that of other manufacturers who 
| have featured blue shoes for men. For 


example, the J. P. Smith Shoe Com- 
pany, of Chicago, has received so many 


| requests from merchants in the past 
| month that they have decided to carry 


| 





a blue number as a part of their regu- 
lar in-stock line. 

“When we began to notice a _ ten- 
dency toward blue shoes,” said W. H. 
Zumwinkel, of this firm, “we decided 
to get a more definite measure of the 
acceptance of blues by first letting 
some of our representatives wear blue 
shoes as part of a blue ensemble. 
Everywhere that our salesmen dis- 
played the blue shoes merchants ex- 
pressed enthusiastic favor. The ac- 
ceptance and demand has increased 
until we have decided to carry blue 
shoes in our regular in-stock depart- 
ment.” 

Another interesting development in 
men’s shoes is a tendency for cordovan 
leather, which enjoyed a tremendous 
popularity just after the war, to oc- 
cupy once more a place in the style 
picture. Some time ago _ French, 
Shriner and Urner showed a sport 
number in mahogany cordovan with a 
black saddle and it gained considerable 
acceptance. In consequence of its 
favorable reception this firm has put 


| cordovan numbers in brown and black 
; in its regular line and they have met 


with a good response. Within the past 
week or two cordovan numbers have 
appeared in the windows of London 
Character Shoes and other stores. 











IMPORTED . 
ENGLISH SPATS ay WA 


uncahelt aor : S UNBE AM 
2 . y = fs 


25 Z ‘ ee XK 
ENGLISH WORKMEN : MAIZE SHOE CO. 
In Stock , WY; MU HIN \\\\\ WAWISS 
In All Wanted 5 
Shades 


18 
per doz. up ¥ REG.U.S, PAT. OFF. 
7% Our New 

“COMPO” 
Baby Smooth Soles 
IN STOCK 


aad © wad 











sO et et st ee 





Bendable, tackless, a 
‘ . smooth soles. The 7] 
Perfect Fit , ; 5 
; “wig genuine COMPO | 
Rolled Leather Bindings, ' Pe ‘ ——— process. ; 
Leather Facing *s ‘ Style B-153-Pat. Blucher, Cham- Send Sample Order! 
Four Holed Horn Buttons a . 


Superior Workmanship aa | 4 Maize Shoe Co., Mfrs., Rochester, N. Y. 


BOXED IN SINGLE PAIRS 


om hose ct mM Frm ct eh 





, } EVERYONE KNOWS MAIZE SHOES—advertised to more 
COLT CROMWELL co I ( than 20,000 shoe dealers every week. Best proposition 
= e> Anc. ‘( for commission salesmen known. WRITE TODAY! 

ESTABLISHED 1899 ~/, 
1239 Broadway New York, N. Y. 























HAND LETTERED 


Ry _ wisi. To Tone 
Maclketts 


6 doz.— $1.50 12 doz.— $2.50 1 doz.— $0.35 
(CHECK WITH ORDER—PLEASE) 


4.45 

4.50 YOUR CHOICE OF EITHER OF TWO COLOR 

phe : COMBINATIONS 

4.95 ; Purple with gold edge trim on white Red with black edge trim on white 
5.00 : pasteboard with black figures. pasteboard with black figures. 


5.45 Available in 72 different prices: IN STOCK 
5.50 


5.85 


food If other than in-stock prices are specified in orders, 


6.50 the rate per doz. is 50c. 

6.75 

6.85 

6.95 MERCHANTS SERVICE DEPARTMENT 


7.00 } 
ABOVE IN STOCK BOOT AND SHOE RECORDER, CHICAGO 
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Katzenberg Again Heads 
Hide Exchange 


NEw YORK—Milton R. Katzenberg 
was reelected president of the New 
York Hide Exchange at the annual 
election held last week. Other officers 
were also reelected as follows: Ar- 

mand Schmoll, Jr., first vice president; 
John C. Andreson, second vice-presi- 
dent; Floyd Y. Keeler, treasurer. 

Members of the Board of Governors 
were elected as follows: George B. 
Bernheim, L. F. Clarendon, Claude 
Douthit, Willard Helburn, Francis R. 
Henderson, E. F. Keirnan, Jerome 
Lewine, E. L. McKendrew, Fraser M. 
Moffat, Spencer K. Mulford, Jr., and 
David G. Ong. Joseph Fischer, Leon- 
ard Schmerer, and Lester A. Strasser 
were elected inspectors of election. 

“The Hide Exchange has become 
firmly established as a dominating fac- 
tor in the hide and leather industry,” 
said Mr. Katzenberg, “and the outlook 
for the current fiscal year, just start- 
ing, is most favorable. The immediate 
success of the inauguration of futures 
tr: ding in hides which the Exchange 
met upon its opening last June has 
been most encouraging, and we look 
forward with confidence to further ex- 
panding activities in the years to 
come.” 


Frank L. Stimson Dies 


MILWAUKEE, Wis. (UTPS)—A shoe 

manufacturer for many years in Mil- 
waukee, Frank L. Stimson, 60, died at 
his residence, 776 Oakland ’ Avenue, 
after an illness of three years. 

Mr. Stimson came to Milwaukee 
about 1904 and was first the secretary- 
treasurer of the old Edward A. Luedke 
Shoe Co. and later was associated with 
the F. M. Smith Shoe Co. 





See Buying Swing 
to Family Stores 
in Past Two Years 


COLORADO SPRINGS—A decided swing 
in shoe buying habits is noted here in 
the past two years. Families are doing 
their shoe buying more as a family 
group than as individual members. 
This means that the position of the 
progressive family shoe store is stead- 
ily getting stronger and stronger. The 
continued increased sales of the three 
leading family shoe stores here, Wulff, 
Vorhes and Deal, attest to this. 

In discussing this subject, Frank F. 
Wulff, a Colorado Springs shoe mer- 
chant of twenty-seven years’ standing, 
expressed belief that in cities of this 
size the specialty shoe store will find it 
increasingly difficult to get the volume 
necessary for a profitable business. 
The closing of two specialty shoe stores 
here this present year is cited in sup- 
port of the foregoing argument. 

Taylor Thompson, of Vorhes, agreed 
to all that his friend down the street 
said, and added: “The good up and 
coming family shoe store is able to out- 
service any specialized shoe store that 
may come to town. The length of time 
that family shoe stores have been in 
business, when compared with the 
others, is proof that our public feels 
that we are conscientiously supplying 
their footwear needs.” 

S. J. Deal, across the street, added 
this note: “I think the big reason for 
our increasing strength is due to our 
friendliness with the trade. All of us 
have been selling shoes right here in 
town for from twenty to thirty years, 
so we know the family history and the 
family needs of our customers.” 








Different and Distinctive 








The decidedly artistic ag of this new San Francisco store, 


opened last month by V 


A. Metzger, Ltd., at 135 Grant Avenue, 


creates an environment in which it should be a pleasure to shop 
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Re TRADE MARK 
A 4 
e 





Genuine 
Goodyear 
Welt 


- U.S. PAT. OFF.” 


Scientific Health Shoes 
‘ for Children , 





nsure Normal Feet 








DON’T LOSE SALES 


for lack of sizes 


Style No. 110—Patent. 

3/5 Spartan Gold Spot Soles, C, D, 91.70 
Soft Toe—Leather Wedge Heel. 
5%/8 Spartan Gold Spot Soles, B, C, D, 
$1.95 
Leather Box Toe—Leather Wedge Heel. 
8%4/11%, Oak Bend Soles, B, C, D, $2.35 
Leather Box Toe—Rubber Spring Heel. 


Style No. 112—Log Cabin Blk. 


8%/11% Sizes only, B, C, D, Oak Bend 
Sole, $2.35 
Leather Box Toe—Rubber Spring Heel. 
All runs: Sole Leather Counters; 
Kid Quarter Linings. 


rm 








Yo. 100—Patent. 

** 101—White Elk, White Welting. 
102—Log Cabin Elk. 
103—Light Smoke Elk. 


3/5, Spartan Gold Spot Soles, C, D, $1.90 
Soft Toe—Leather Wedge Heel 
$%/8, Spartan Gold Spot Soles, B, C, D, 
$2.15 
Leather Box Toe—Leather Wedge Heel. 
8%/11%, Oak Bend Soles, B, C, D, $2.60 
Leather Box Toe—Rubber Spring Heel. 
All runs: Sole Leather Counters; 
Red-line-in Linings 


10 Days 


Terms 5% 


"THE JUVENILE SHOE CORPORATION 

OF AMERICA ; ; 

Aurora Missouri 

Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 








IMPORTED 
ENGLISH BOOTS 


IN STOCK a 


Boots made by England’s 
Finest Bootmakers. 


The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 


Women’s English Riding Boots 
from 10.50 per pair 


Men’s English Riding Boots from 
11.50 per pair 


Men’s Jodhpur 7.50 
Women’s Jodhpur 8.00 


Write for 
descriptive 
catalogue 


COLT-CROMWELL CO., Inc. 
Established 1899 


1239 Broadway New York, N. Y. 





“Duflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Bunched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 





“Duflo” Smoother 


Your Jobber can supply or 
Write direct 


F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 











Last The Best Thing About a bx 
“Greeley Boudoir” Is 
the Way It Sells 


It is a house slipper with an old, 
standardized value which is so 
high and dependable that 
merchants never have to 


STOCK worry over their Greeley 


36 Pair. Cases 


turnover. 








A. W. GREELEY 


54] 12 Duncan St. - - Haverhill, Mass. ped 


The Shoe Buying Centre 
of New York! 








come to New 

York be sure to see 

the lines permanently 

displayed in the Marbridge 

Building—the year round show 

room of national leaders in the shoe 

and leather industry. Desirable offices 
for Approved Tenants. 


“i” MARBRIDGE Bldg. Co.,tne. ‘ew vork 


100 





Shoe Carton Tickets 





50c for 100 
$1.50 for 500 
$2.50 for 1000 


SEHSESS Clips supplied 


when quantity 
ordered is for 
500 or more 





Postage prepaid 








Check with order, 
please 














(Actual size) 


MERCHANTS’ SERVICE DEPT. 





189 W. Madison St. Chicago, Ill. 
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Browns Lead as Philadelphia 
Trade Increases 


PHILADELPHIA, PA. (UTPS)—With 
the first cool weather, shoe stores and 
shoe departments found themselves 
taking care of an encouraging number 
of customers. The big sellers for the 
current week are browns and great 
faith in this shade is expressed all over 
the city. ’ 

They are selling brown _ suedes, 
brown kids and browns trimmed with 
a different material in the same shade, 
or in reptilian leathers. Allover rep- 
tiles are felt to be a little passe here- 
abouts, excepting in the case of the 
very expensive lizards in brown and 
black and these have become semi- 
staples. 

As for the patterns women prefer 
the elaborate shoe rather than the 
plain one, that is, the shoe with fine 
work visible in the set-ins of the con- 
trasting leather, oftentimes outlined 
with some silver or gold kid. 

On the other hand, the low-heeled 
shoe is also coming into its own, as 
witnessed by the type which is designed 
after the one that was so popular the 
past summer, with the built-up layers 
of leather in the heel and wing tip. 

Colors are looked upon as sure sell- 
ers. Nautical blue is very big just at 
present, and green shoes are being 
shown all over. 


Modern Art in Men’s Shop 


SAN FRANCISCO, CAL. (UTPS)— 
Hamilton’s, Inc., operating two shoe 
stores in San Francisco, also stores in 
Los Angeles and Pasadena, has opened 
a new shop at 128 West Broadway in 
the southern metropolis, utilizing the 
structure where Brooks Clothing Com- 
pany was located. 

The “arte moderne” is well exempli- 
fied in the furnishings and colorings 
of the new store. One marked feature 
is that the center of the shop is occu- 
pied by a pyramid, the lower portions 
of which are set with knee-high mir- 
rors and the upper parts are composed 
of display tiers for stock. Men’s shoes 
are carried exclusively. 


To Add Shoe Section for Men 


MINNEAPOLIS, MINN. (UTPS)— 
Juster Brothers have announced, in 
connection with their decision to move 
uptown to 37-43 Sixth Street, S., about 
Nov. 15, their purpose to add a shoe 
department for men. President Peter 
B. Juster said that he has not decided 
the details of the new shoe feature, nor 
has he closed for any line of shoes. 

The five-story building will have a 
lobby at the entrance to the shoe and 
other departments with 3000 sq. ft. of 
area. The finish of the department will 
be Old English design of dark oak 
woodwork. The firm has specialized in 
men’s clothing and furnishings. 


Plant on Full Time 


_ BrocKTON, Mass.—Since reorganiza- 
tion of the Touraine Shoe Co. here with 
considerable stock being taken up by 
Edgar B. Davis, the factory has been 
working on full time with an output 
of approximately 1000 pairs of shoes 
aday. Practically 100 hands are now 
being employed, with prospects that the 
factory will be kept busy until well 





into November. 
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Alfred Donovan Back 
From Europe 


Boston—Alfred W. Donovan, presi- 
dent of E. T. Wright & Co. and of the 
New England Shoe and Leather Asso- 
ciation, has returned from an enjoy- 
able three months’ visit to Europe on 
which he was accompanied by Mrs. 
Donovan. Under the guide of a private 
courier they made a leisurely round 
of a number of European countries, 
including England, Ireland, Scotland, 
France, Germany, Switzerland and 
Italy. 


In Temporary Quarters 


SAN FRANCISCO, CAL. (UTPS)— 
Gerlach’s, destroyed by fire recently, 
may re-open at the old location at 543 
Market Street after reconstruction of 
the building. Temporary location has 


| been established at 577 Market Street, 


San Francisco, where old customers 
are still able to secure the specially 
fitted and manufactured footwear for 
which Fred Gerlach is famous. 


Grosjean Sails for European 
Fairs 

Lima, OHI0o.—J. E. Grosjean, presi- 
dent and founder of The Lima Cord 
Sole and Heel Company, sailed on the 
Lancastaria, Sept. 20, accompanied by 
Mrs. Grosjean. Mr. Grosjean is visit- 
ing Great Britain and _ continental 
Europe at this time to attend the Shoe 
and Leather Fairs in London and 
France during the first two weeks of 
October. 


Polly Preston on the Air 


NEW YorkK.—The first of a series of 
dramatic sketches under the title “The 
Adventures of Polly Preston,” was 
broadcast last Tuesday evening at 7.45 
E.D.T. by Station WJZ, under the 
sponsorship of Nathaniel Fisher & 
Company. Polly Preston, as portrayed 
in these sketches, is a modern young 
American girl who dances, swims, mo- 
tors, sees the latest shows and pictures. 
The broadcast has a musical back- 
ground and will be a weekly feature 
on Tuesday evenings. 


IN STOCK 


666 Black Calf Double Sole 
10 Black Calf Double Sole, 
11 Double Sole, Long Ctr., 


Stormwelt 
Stormwelt 


No Better 


Shoes At any Price 





Mid-West Shoe 
Production Is 


Holding Up Well 


CINCINNATI, OHI0O—Everything is 
moving along smoothly in the shoe 
manufacturing section of this city and 
there is a sufficient amount of business 
on hand to keep factories running for 
several weeks. A good part of the foot- 
wear being made up at present is for 
sports wear and manufacturers think 
this will be the best sports season the 
shoe industry has ever enjoyed. 

Manufacturers here are not the least 
bit alarmed over the long dress styles 
or the uneven hem lines that are now 
being featured as they do not think it 
means any radical changes in shoe 
styles. Longer dresses will naturally 
call for higher heels and shoe manu- 
facturers are prepared for this as 
higher heels for fall and winter have 
been predicted for some time. 

One firm with capacity of 3000 pairs 
of high grade shoes daily is cutting 
50 per cent black and 30 per cent 
brown with a fair amount of cutting on 
red, blue and green. According to the 
sales manager, the largest part of the 
demand for blue, green and red was 
filled some weeks ago and that unless 
they make a sudden upward spurt, that 
retailers already have enough on hand 
in most cases to last them through the 
season. 


Opens Store in Tucson 


Tucson, ArRIz. (UTPS)—The Model 
Boot Shop, a specialty shop of popular 
priced shoes for men, women and 
children, opened in this city on Sep- 
tember 7. The proprietor is Victor H. 
Kaplan, formerly of Pasadena, where 
he was associated with the Star Shoe 
company. Associated with him will be 
Philip Jacobs. 

Completely remodeled store quarters 
result in a neat and pretty showroom 
with display windows occupying a 25 
foot frontage in the heart of the busi- 
ness section, carrying a color scheme 
of orange and black. 


Police 


© b-Arch 
Wear Straight 
hoes 





Write for Catalog 


MUSEBECK SHOE COMPANY 


Danville, Illinois. 





Many Haverhill 
Plants Running 


On Full Time 


HAVERHILL, Mass.—The month of 
September, which annually marks the 
official opening of the fall and winter 
season, found the Haverhill industry 
doing a greater volume of business than 
in several years. Manufacturing ac- 
tivity in the city is brisk, with many 
of the larger plants at capacity. 
Business is said by the shoe men to 
be several weeks ahead of last year 
and daily taking on new impetus. 

New samples of Fall and Winter foot- 

wear were hurried through local factor- 
ies immediately production was re- 
sumed. The new shoes demonstrate 
that this industry is to be figured with 
the leaders in the new season’s buy- 
ing. 
Among the larger plants extending 
production units to get out business 
are the T. Ornsteen Shoe Co., 
whose Hale street factory is putting 
out 100 cases daily; also the Melvin 
Shoe Co., the Hirshberg & Stein Shoe 
Co.; the Clinton Shoe Co.; the Aca- 
demy Shoe Co., and many others. 

Shapiro & Sons and the Gerber Shoe 
Co., on September ist started cutting 
in their new factories here, where out- 
put has been doubled. Other expan- 
sions are now being made by the 
Kimel Shoe Co., the Katzman Shoe Co., 
and others. 

The National Shoe Co., Boston, 
which is opening a new branch in this 
city, started cutting September 9. The 
Chick Bros.’ factory, River street, with 
a floor area of 45,000 square feet, has 
been taken over and production will 
start at 75 cases a day, with oppor- 
tunity to double this output. 

The Chamber of Commerce has 
named a committee of prominent busi- 
ness men, headed by ex-Mayor Fred 
D. McGregor, which has launched a 
big drive for new industries, with the 
indication that other substantial addi- 
tions to the industry will soon be made. 


New Chicago Store 


CuHicaco, ILL. (UTPS)—The Oriole 
Shoe Shoppes, Inc., have leased a new 
store in Chicago at a reported term 
rental of $35,000 from Morris Z. Hal- 
land. The new location consists of 
10% feet at 6337 South Halstead Street 
and was leased, it is said, for 56% 
months from August 15, 1929. Nathan 
D. Schwartz was the attorney in the 
transaction. 


D. R. Sprague Becomes Part- 
ner in Shoe Firm 


VENTURA, CaL. (UTPS)—In order 
to provide for needed expansion-cap- 
ital, Douglas R. Sprague has taken 
over a one-third interest in the Serene- 
Fulkerson Shoe Company of Ventura. 
The firm has now expanded its activi- 
ties into Los Angeles, taking the entire 
rear main floor of the Women’s Ap- 
parel Shop at 7th and Broadway, Los 
Angeles, and converting it into a shoe 
department, featuring I. Miller Shoes. 
Mr. Sprague, the new partner in the 
company, handles all the accounts of 
the firm and is also credit manager. 








Who’s the Oldest Active 
Shoe Merchant? 


At the recent convention of the 
New York State Shoe Retailers’ 
Association at Syracuse the ques- 
tion arose: Who is the oldest ac- 
tive shoe merchant in the United 
States? One of the most inter- 
ested members of the association 
is Michael E. Fisher, of Clyde, 
N. Y., who has been in the retail 
shoe business 67 years. 

Is 67 years selling shoes at re- 
tail this country’s record? 

Mr. Fisher is 84 years of age, 
having been born in Clyde Jan. 
17, 1845. He became a partner of 
his father in the shoe business in 
1862, when he was 17, and during 
the second year of the war be- 
tween the states. The firm name 
was then Adam Fisher & Son. 
For 58 years he has occupied the 
same store into which the firm 
moved in September, 1871. Thir- 
ty-three years ago, on the death 
of his father, Michael Fisher pur- 
chased the business, which he still 
conducts personally. He was 
mayor of Clyde in 1886. 

Who can match or excell this 
record? 











Cincinnati Symphony Selby 
Broadcast Feature 


PORTSMOUTH, OHIO (UTPS)—The 
Selby Shoe Co. started its broadcast- 
ing over Station WLW of Cincinnati, 
Sunday evening, September 15, by an 
hour’s musical program and style talk. 
The company had engaged the Cincin- 
nati Symphony Orchestra under the 
direction of Vladimir Balaleimikoff, 
radio director of the orchestra and for- 
merly director of the Moscow Art 
Theater orchestra. 

The broadcasting was highlighted by 
a style talk to women by Miss Suzanne, 
Selby fashion observer. The program 
sponsors will amplify the style features 
by additional style talks on Thursdays 
of each week. The programs will be 
continued during the winter months. 
Talks on Arch Preserver and Tru- 
Poise lines of shoes were given. 


Inaugurates Ensemble 
Department 


SAN FRANCISCO, CAL. (UTPS)— 
The recently opened V. A. Metzger 
shoe store at 135 Grant Avenue, San 
Francisco, features high grade shoes 
for women and also has added an “en- 
semble department,” where bags to 
match the shoes may be secured, as 
well as costume jewelry, etc. The store 
also has a hosiery department. M. 
Rogoway is manager of the store. 


One Paul’s Store Closes 


SAN ANTONIO, TEx.—Paul’s Shoe 
Store, located at 308 E. Houston Street, 
has discontinued business at this loca- 
tion, and merged with the original 
Paul’s Store here on Alamo Plaza. This 
shop was the second Paul’s opened in 
San Antonio about a year ago, but 
from now on all business will be carried 
on from the Plaza Store. 





Indianapolis Shoe Merchant 
Dies 


INDIANAPOLIS, IND. (UTPS) — Ed- 
ward Lodge McKee, 73 years old, wide- 
ly known Indianapolis shoe merchant, 
died Friday, Sept. 20, at his home, 
1443 North Pennsylvania Street, 
Pneumonia was the direct cause of 
death, although Mr. McKee has been 
in ill health for several years. He 
came to Indianapolis at the age of 16 
years and entered the wholesale shoe 
business as a clerk. In 1879 he founded 
the house of Jones, McKee & Co. In 
1896 this business was merged into 
the corporation known as the McKee 
Shoe Company. 

Mr. McKee was president of the 
Merchants Heat & Light Company for 
many years, a director of the Indiana 
National Bank and the Union Trust 
Company, besides being connected with 
many other business enterprises. Sur- 
vivors are the widow, two sons, one 
brother and a sister. Mr. McKee had 
spent his entire business life in the 
wholesale business, and was known 
throughout the country in shoe circles, 


Newburyport Factories 
Report Good Business 


NEWBURYPORT, MASS.—Manufactur- 
ing activity is brisk in the local shoe 
industry, all of the shoe plants being 
rushed with fall business. Among the 
busiest units are the Harry M. Husk 
Co., the Fern Shoe Co., the William G. 
Dodge Shoe Co., the Bliss & Perry (o., 
and the Moss-Seamans Shoe Co. Busi- 
ness is booked ahead for 60 days in 
most instances. Like conditions exist 
in the neighboring centers of Ames- 
bury, Salisbury, and Seabrook. 

Both blacks and browns are featured 
in the fall footwear coming out of local 
factories. Browns are running strong 
in the popular-priced grades. Straps 
and oxford numbers lead at present. 
Blacks are predicted to gain volume as 
the season advances. Blacks already 
are moving well in the better grades. 


L. E. Ruddle Made Manager 


BERKELEY, CAL. (UTPS)—L. E. Rud- 
dle is now manager of the Walk-Over 
Shoe Store, 2333 Telegraph Avenue, 
Berkeley. Ruddle has been for many 
years past in the Walk-Over organiza- 
tion. 


J. Johansen Visits Coast 


SAN FRANcIsco, CAL. (UTPS)— 
J. Johansen, of the Johansen Brothers 
Shoe Company of St. Louis, has been 
visiting California, resting with rela- 
tives in Redwood City near San Fran- 
cisco. 


Elected to Bank Board 


SanTA Rosa, CaL. (UTPS)—W. EF. 
Healey, Jr., member of the shoe retail- 
ing firm of W. E. Healey and Son of 
this city, has been elected a member 
of the advisory board of the Sarta 
Rosa branch of the Bank of Italy, ac- 
cording to announcement by the Board 
of Directors of that institution. 
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ILLINOIS — Chicago — Dvorson Shoe Store 
(Norman Dvorson, Prop.) (2189 W. 22nd St.); 
boots and shoes; sold to Hyman Soltan of 
Cicero, Ik 
I10WA—Denison—Grau’s Bootery (Walter P. 
Grau, Prop.), boots and shoes; reported sold out 
to the Economy Shoe Store of Atlantic, Iowa. 
MICHIGAN—Lansing—A. MacBolt (“The Pea- 
cock Shop’’), boots and shoes ; succeeded by Mac- 
Bolt I. Miller Shop, Inc. 

Saginaw—Louis Silk (413 N. Genesee St.), 
shoes, etc; sold out to the U. S. Cut Rate Stores, 
Inc 
NEW YORK—Brooklyn—James S. Earing (‘‘A- 
Neat-A-Shoe””) (1419 Broadway); boots and 
shoes; reported selling or sold out. 

Harry Glucksman (4505 13th Ave.) ; children’s 






Business Changes 


shoe shop; reported sold or closed out business. 
New York City—Sarah Braaf (135 First Ave.) ; 
reported sold or closed out business. 
OHIO—Columbus—J. C. Finnerman (Est.) (387 
Barthman Ave.); boots, shoes, etc.; succeeded 
by Jos. W. Finnerman. 
PENNSYLVANIA—Hazelton—Herman 
shoes, etc.; sold or closed out business. 
Mifflinburg—I. W. Nieman (Nieman’s) ; boots, 
shoes, etc.; recently commenced business here. 
SOUTH DAKOTA—Pierre—Capitol Bootery, Inc. 
(325 Capitol Ave.); shoes, etc.; sold or closed 
out business. 
WISCONSIN—Sturgeon Bay—C. R. McAllister 
(Mrs.) (McAllister’s Shoe Store); boots, shoes, 
etc.; sold out business to Ives Shoe Store. 


Lintz ; 








Failures, Embarrassments, Etc. 


ALABAMA—Decatur—Rahm_ Clothing Co., 
boots, shoes, etc.; reported petition in bank- 
ruptcy, 

Ensley—A. Newman, shoes, etc. ; reported peti- 
tion in bankruptcy. 

GE ORGIA—Lithonia—George A. Coffey, shoes, 
etc.; reported petition in bankruptcy. 
ILLINOIS—Chicago—Ben Miller (207 E. 48rd 
St.); shoes and drygoods; reported petition in 
bankruptcy. 

Springfield—J. Feuer (2300 Peoria Rd.), shoes, 
etc.; reported petition in bankruptcy. 

Tolono—Charles H. Adrean; shoes, etc.; re- 
ported petition in bankruptcy. 

KANSAS—Wichita—George L. Puls; boots 
and shoes; reported offering to compromise at 
38 per cent. 

MARYLAND — Baltimore — Bernard Lazind 
(L & L Specialty Shop) (1315 W. Baltimore 
St.), boots and shoes; reported petition in bank- 
ruptcy. 

MASSACHUSETTS — Boston — Joseph Cohen 
(207 Essex St.); wholesale boots and shoes; 
reported assigned. 

Jacob Rosenberg (115 Leverett St.) ; boots 
and shoes; reported petition in bankruptcy. 

Westfield—J. E. Poulin; boots and shoes; re- 
ported assign 

MICHIGAN—Allegan—Knox Shoe Co. (W. H. 
Knox, Prop.); boots and shoes; reported peti- 
tion in bankruptcy. 

Detroit—Kitty Pearl (Mrs.) (Well Dress Shoe 
Co.) (5285 Chene St.); ts and shoes; re- 
ported petition in bankrutpcy. 

Monroe—H. Erfurt & Son (Economy Shoe 
Store); boots and shoes; reported assigned. 


MISSOURI—William Marks Shoe Co.; whole- 
sale and retail boots and shoes; reported offer- 
ing to compromise at 25 per cent. 

NEW HAMPSHIRE —Concord—M. Brams 


Shoe Stores, Inc. (formerly Haverhill, Mass.) ; 
boots and shoes; reported assigned. 

NEW YORK — Brooklyn — Walter Hanover 
(Walter Shoe Co. (598 Fifth Ave.); boots and 


shoes; reported petition in bankruptcy; reported 
receiver appointed. 

Kozodoy & Hausman (270-304 Columbia St.) 
(352 Van Brunt St.); boots and shoes; called 
meeting of creditors for Sept. 19. 

NORTH CAROLINA—Whiteville—L. L. Ward 
(Mrs.); shoes, etc.; reported petition in bank- 
rutpcy. 

PENNSYLVANIA—Allentown—Shirley Shoe 
Shop, Inc. (913 Hamilton Ave.); boots and 
shoes; reported petition in bankrutpcy. 

Bryn Mawr—Floyd’s, Inc., shoes, etc.; re- 
ported petition in bankruptcy. 

Easton—Vanity Shoe Shop; boots and shoes; 
reported petition in bankruptcy. 

Philadelphia—Minnie Rosman (R & L Shoe 
Stores) (10 S. 52nd St.); boots and shoes, re- 
ported receiver appointed. 

Watsontown—E. R. Taggart; boots, 
etc.; reported petition in bankruptcy. 

TEXAS—Childress—Terrels, Inc. ; boots, shoes, 
etc.; reported offering to compromise at 25 per 
cent. 

WEST VIRGINIA—Welch—Hub Dep’t Store; 
shoes, etc.; reported assigned. 

WISCONSIN — Kenosha—H. W. Greening 
-(2405 60th St.); boots and shoes; called meet- 
ing of creditors for Sept. 19. 


shoes, 





New Shoe Dealers 


; ae Kan.—Montgomery Ward & Co. 
soon). 
Brockton, Mass.—Montgomery Ward & Co. 
Ann Arbor, Mich.—Kline Bros. Co. 
Holbrook, Ariz.—J. C. Penney Co. (soon). 
Albion, Neb.—J. C. Penney Co. (soon). 
Kingsville, Tex.—J. C. Penney Co. (soon). 
Gary, Ind.—Broadway Department Store, 753 
Broadway. 
New York, N. Y.—High Arch Shoe 7—~ > Inc. 
Schenectady, N. Y¥.—Robinson-Shields, 
Monroe, La.—Froug Co., 318 DeSlard St.” 
Valliant, Okla.—J. G. Velvin. 
New York, N. Y.—Lansky Slipper Co., 246 
Fifth Ave. 
a Crosse, Wis.— The Schiff Co., 
Zz 
Albuquerque, N. M.—Lion Shoe Store Co., 210 
W. Central St. 
Birmingham, Ala.—Edison Bros. Shoe Co., 212 
N. 20th St. 
a Butler, Pa.—The Eagle Shoe Co., 102 N. Main 
Denison, Ilowa—Wm. Hallet 
Charlotte, N. C.—Rose Shoe Shop. (soon) 


Atkinson 
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gies Falls, Wis.—Enna Jettick Shoe 
op. 

Milwaukee, Wis.—J. Cohen, 1904 Vilet St. 
Benton, Wis.—W. Morarity. 

Belt, Mont.—Reifel & Pohlod. 

Union City, N. J.—Bee Hive, 183 Summit 


Ave. (soon). 
re Colo.—Brighton Merc. Co., Bridge 
t. 


Duquoin, Ill.—Albert Savant, N. Division St. 

Scottsdale, Ariz—Swan Mercantile Co. 

Laverne, Minn.—Greeger & Co. 

Gainesville, Tex.—R. C. Cannon, W. Elm St. 

Smithfield, N. C.—I. Greenspoon & Co. 

Mandan, N. D.—Sidney Buttrey. 

Henderson, N. C.—Kline’s Department Store. 

Griffin, Ga.—Morris Department Store. 

Brigham City, Utah.—Stevens-Van Engelen 
Stores. 

Vicksburg, Miss.—Sterling Store. 

Cedar Lake, Mich.—Hackett’s Store. 

Nashua, N. H.—Montgomery Ward & Co. 

Green Bay, Wis.—Montgomery Ward & Co. 

Great Falls, Mont.—Metropolitan Chain Stores, 


Inc. 
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Central City, Ky.—J. C. Penney Covo., 
Bond St. 

Glasgow, Ky.—J. C. Penney Co. : 
s Marinette, Wis.—J. C. Penney Co., 1629 Main 
it. 

Niagara Falls, N. Y.—J. C. Penney Co. (soon). 


—" Ind. —J. C. Penney Co., Terhune 
ig. 

Marion, Kan.—J. C. Penney Co. 

Bethany, Mo.—J. C. Penney Co. 

Kearney, Neb.—J. C. Penney Co. 

Greenville, S. C.—J. C. Penney Co. (soon). 

Cortez, Colo.—J. C. Penney Co. 

Red Oak, lowa—C. H. Williamson. 

Mitchell, S. D.—Butterfield’s Department 


Store. 
Saluda, S. C.—J. L. Mimnaugh & Co. 
Cincinnati, Ohio.—The Edison Bros. Co., 522- 


24 Race St. 


Aberdeen, S. D.—Olwin-Angel Store. (new 
shoe dept.). 

Baltimore, Md.—The Nisley Co., 16 W. Lex- 
ington St. 

Haverhill, Mass.—Neuman Shoe Co. 


Tyronza, Ark.—J. Spiel & Son. 

Croswell, Mich.—Ernest & Campbell. 

Harrison, Ohio.—Harry Sayble. 

Eau Claire, Wis.—Tradehome Shoe Store, 203 
S. Barstow St. 

Buffalo, N. Y.—Thos. M. Murrett, Inc. 

West Palm Beach, Fla.—Cinderella Exquisite 
Shoes, Inc. 

Upton, Wyo.—Howard & Burgess. 

Oswego, N. Y.—S. G. Williams. 

Chicago, Ill.—N. Weinberg, 4346 Elston Ave. 

Lepanto, Ark.—J. J. Mason & Son. 

Lincoln, Ill.—Max Ber Barnett. 

St. Louis, Mo.—Julien Shoe Co., Inc. 

St. Petersburg, Fla.—Johnson-Dehon, Inc. 

Marion, Ind.—Milton Clothes, Inc. 

New York, N. Y.—Bergdorf-Goodman 
dept.). 

Louisville, Ky.—Baker Shoe Stores. 

Madisonville, Ky.—D. T. Bohon 

Providence, R. I.—Brockton Union Shoe Store, 
12 Cranston ’St. 

Helena, Ark.—Sterling 
Cherry St. 

Hernando, Miss.—Sing Cash Store. 

Pasadena, Cal.—Johnson Shoe Co., N. Fair 


(new 


Department Store, 


inatoweed, Cal.—Cortner-Behr Store. 

Holdenville, Okla.—Myles Store. (new shoe 
dept.). 

Kenosha, Wis.—Korf’s, 5618 Sixth Ave. 

Lansing, Mich.—Miller Jones Co., 208 N. 
Washington Ave. 

Ashland, Ky.—The Vogue. 

Colton, S. D.—Ordal & Johnson. 

New York, N. Y¥.—Scottish Shoe Repairing 
Co., Inc., Kings. 

Lewiston, Me.—Maine Heel Co., Inc. 

Gardiner, Me.—Specialty Stores, Inc. 

Miami, Fla.—Wolf Shoe Store, Inc. 

Lyndhurst, N. J.—Juvenile Palazzo Shoe Co., 
Inc., 544 Valley Brook Ave. 

Portage, Wis.—Montgomery Ward & Co. 
(soon). 

Tyler, Tex.—Montgomery Ward & Co. 

Green Bay, Wis.—Montgomery Ward & Co. 

Beverly Hills, Cal—S. M. Cayot, 561 N. 
Beverly Dr. 

Merryman, Cal.—G. R. Posey. 

Miranda, Cal.—-D. R. Hartley. 

Parlier, Cal._R. C. Blake & Co., Inc. 

Williams, Cal.—Williams Merc. Co. 

St. Maries, Idaho.—Morrow Merc. Co. 

Hermiston, Ore.—J. S. Burnham. 

Disautel, Wash.—Omak Trading Co. 

Manson, Wash.—Fred S. Cool. 

Hackley, Kan.—O. L. Fisher. 

Dawson, Minn.—Phil Beall. 

Weyauwega, Wis.—The Murray Co. 

Oakfield, Wis.—A. C. Jennings. 

Fond du Lac, Wis.—Sam M. Forod. 

Fenwood, Wis.—Henry Unteil. 

Esmond, S. D.—John Bonds. 

Vale, S. D.—Kingsbury & Son 

Rising City, Neb.—F. G. Oesterreicher. 

Ewing, Neb.—Sam Weisenstein. 

Merna. Neb.—Ray Waterbury. 

Detroit, Mich.—Morey Pereira, 10429 Kerchi- 
val Ave. 

Ionia, Mich.—Arthur Johnson Shoe Co. 

Sunnyside, Wash.—Kemp & Herbert. 

Keno, Ore.—Whoeler Store. 

Lewiston, Ida.—H. & H. Bootery, 624 Main 
St. 
Seattle, Wash.—Cantilever Shoe Stores, Inc., 
1681 Sixth Ave. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
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Stacy Adams Co. 
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Returned Goods 
Discussion Topic 
in Indianapolis 


INDIANAPOLIS, IND. (UTPS)—Thirty 
members of the Indianapolis Retail 
Shoe Merchants Association gathered 
at the Marott Hotel Wednesday eve- 
ning, September 18, for the second 
meeting of the organization. The usual 
dinner preceded the meeting, with 
Arthur Brown, president of the asso- 
ciation, in charge. 

After dinner the meeting was ad- 
dressed by William E. Balch, secre- 
tary of the Indianapolis Retail Mer- 
chants Association, who spoke of his 
travels abroad. 

Oliver Stout, of the Stout Shoe Com- 
pany, operators of several retail stores 
in the city, was elected to fill the 
vacancy of chairman of the executive 
committee, formerly held by Preston 
Stoner, who has left the city. The 
president then appointed a _ by-laws 
committee, composed of Oliver Stout, 
chairman; William F. Piers, of the 
Feltman-Curme Company; Frank 
Gaines, of the Gaines-Nettleton Shoe 
Shop; E. J. Everly, manager of the 
Nisley Shoe Store, and H. H. Young, 
manager of the Marott Basement 
Store. 

The subject most generally discussed 
was the returns problem. Practically 
every one of the larger merchants ex- 
pressed his opinion on this subject, but 
as it is one not easily remedied, little 
progress was made. The next order of 
business was the membership dues. 
After some discussion, it was decided 
to make the dues of regular members 
$5 a year and those of associate mem- 
bers $1 a year. Associate members 
will not have any voting power. It was 
decided to make the associate member- 
ship fees as small as possible to attract 
younger clerks of exceptional ability 
into the organization. President 
Brown requested that every member 
lend all assistance possible to the mem- 
bership committee and make it a point 
to have not less than 100 present at 
the next meeting. This suggestion met 
with enthusiastic approval. 





Prospects for Business 
Bright in Utah 


SALT LAKE CITY, UTAH—Local shoe 
merchants have experienced one of the 
most profitable summers yet on record, 
due to the favorable conditions. <A 
check-up shows that the mines and 
smelters have been operating to capac- 
ity. The farmers have made good crops 
that have brought good prices. Prices 
paid at the packing plants for the fa- 
mous Utah green beans and peas have 
influenced farmers to curtail sugar beet 
raising, which, in turn, has raised 
prices of all agricultural produce. 

Several millions of dollars have been 
put into circulation through the great 
amount of construction work both in 
the building lines and the extending of 
natural gas to the city. Merchants are 
swinging into the fall season with every 
prospect for rounding out one of the 
best years in their history. The new 
styles in footwear are meeting with a 


Darker Browns Better 
In Early Fall Selling 


CINCINNATI, OHIO—Snappy weather 
pepped up business around the middle 
of September and many of the new 
fall footwear styles got off to a good 
start. Sales sheets show that brown 
is the leader at this time with the 
darker shades and those having a red. 
dish tinge best. Sales on black are in. 
creasing and there is a fairly active 
demand for extremely dark shades of 
blue, green and red. 

Aside from kid and patent, snake js 
being taken better than anything that 
is being offered. Suede is gaining popu- 
larity as the weather gets cooler and 
the satin demand is a little below nor. 
mal, 





Stage Settings for Shoes 
(CONTINUED FROM PAGE 85) 


prone to ape them in dress. So Rosita 
Moreno, being currently featured in 
“Pleasure Bound,” a popular musical 
comedy, was photographed wearing the 
costumes by Nelle Diamond, with appro- 


| priate shoes and hosiery by the Palmer 


Boot Shop 

These photos were “blown up” to he- 
roic size and mounted on stiff board to 
prevent buckling. Then they were 
mounted in relief on large show cards 
from which they stood out about an 
inch, casting a shadow which was aug- 
mented by air-brushing in two tones on 
the show card, giving the artistic effect 
of a triple shadow. 

Due to their size, these cards neces- 
sarily formed part of the special back- 
ground of the window. Four cards 
were made—two for the lobby window 
shown above, featuring suede, and two 
for the window facing it across the 
lobby. 

Stages and platforms were decided 
upon as most appropriate for the basic 
plan of the window. A series of three 
stages were set in the center of the 
window against a modernistic back- 
ground. Within these stages, and ex- 
tending out from them, a series of 
small platforms were used as shoe fix- 
tures. The inner walls of the stages 
were covered with sheets of chromflex, 
a brilliant metallic material which is 
coming into vogue for numerous display 
purposes. 

A clever display unit which Mr. La- 
Gee designated as the “high spot” of 
the display is the hand seen in the cen- 
tral stage, demonstrating the sheerness 
and clearness of the stocking which is 
drawn over it. The store has used 
several of these hands, and in each in- 
stance, Mr. LaGee states, they have 
brought more traceable results than 
anything yet used for the purpose. Be- 

sides the one shown is a card reading: 

“Brown suede is the smart slipper 
material of this season. ‘Manon’ is its 
correct hosiery complement.” This 
“hookup” proved very effective in sell- 


| ing the idea of a definite stocking for 


a definite shoe. 

The modernistic background is of air- 
brushed drapery crash, stretched on 
frames. The general color scheme is 
varying tones of brown, relieved with 
orange. The tops of the platforms are 
silvered to set off the merchandise. A 
display feature worthy of note is the 
large word “Hosiery”, which is cut out 
and mounted in relief on a modern- 





most favorable reception and sales are 





gradually increasing in momentum. 
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istic display panel which forms part of 
the background. 
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Smart New Shop 
Opens in Seattle 





Forrest T. Barton in Charge of 
Dorothy Dodd Salon 


SEATTLE — For- 
rest T. Barton, for 
many years identi- 
fied with one of Se- 
attle’s leading de- 
partment stores as 
its general man- 
ager, has recently 
opened the Dorothy 
Dodd Shoe Salon, a 
gem in a modernis- 
tic setting, being a 
reproduction of the 
New York shop of 
this well known 
house. It is located 
at 321 Pike Street, on one of the busiest 
of the downtown thoroughfares. Its 
splendid window arrangement of the 
long vestibule type suggests the mod- 
ernistic, with its irregular outlines 
which seem to reach out and summon 
the passerby within. 





Forrest T. Barton 


ows, and very pleasing arrangements 
marked the opening. A huge Neon sign 
pblazons the words: DOROTHY DODD 
SHOES across the store front. 
Within, the modern note is again 
evident. Walls are papered in ribbon 
effect in silver and gray tones. This 
same ribbon effect and coloring is re- 
peated in the heavily padded carpet on 
the floor. Woodwork is of a soft green 
shade, elaborated by plate glass display 
eases which project at intervals, break- 
ing the straight edge of the walls. 
Stocks are exposed and the end of 
each stock case is a full length mirror 
which has, as a new and striking in- 


Lighting effects | 
are so placed that there are no shad- | 





Kidskins and Reptiles Strong 
in Columbus 


CoLUMBUS, OHIO (UTPS)—H. S. 
Graffis, manager and buyer for the 
women’s shoe department at the new 
Walk-Over store in Columbus, reports 
that kids in dark brown as well as 
black leathers are the best feature of 
the trade at this time. Patents are not 


showing much strength and the slump | 


which developed about eight months 
ago on patents still continues. 

Reptiles and reptile and brown kids 
are also being shown in large numbers 
with good results. Lizard is the best 
selling reptile leather now being 
shown. 

As to heels the Cuban shape from 14 


| to 15 eighths in height is showing the 


most popularity. In dressier shoes the 
shaped heel from 17 to 18 eighths is 
also good. The modified toe effect and 





the one-strap are selling about 50-50 in | 


the better class of shoes. Suedes 


in | 


both black and brown are also selling | 


fairly, well. 








novation, a spotlight placed near its 
base. This gives a very pleasing effect 


.when turned on the customer’s foot, 


highlighting the beauties of the mod- 
eled footwear, and at the same time 
giving the full length view, showing 
the shoe in relation to the entire cos- 
tume. 

Chairs, which are of the broad, com- 
fortable, well upholstered type, repeat 
with their blues, browns and soft 
greens the modernistic note. They are 
placed back to back in groupings set 
at angles from the walls. 


A complete hosiery department is an | 


important as well as an attractive fea- 
ture. It occupies a prominent position 
along the center of the wall to the left 


of the entrance. It is flanked by plate | 


glass cases used for the displays of 
hosiery in relation to shoes. 








A New Shoe Salon in Seattle 








Interior of the new Dorothy Dodd Shoe Salon in Seattle which has 
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WHERE TO BUY 
Men’s Shoes 
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STEADY PROFITAB. 
‘SINESS IS WANTED, SELL- 
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“A MAN’S DECISION” 


THE 5 3 

















SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Shoes 
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FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 


Bowling Shoes 
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BOWLING SHOES 























“Coast IN-STOCK 
oafgnete Smoked Etk 
tice” $3.20 

BROOKS 





SHOE MFG, CO, 


Swanson and Ritner Sts. Philadelphia, Pa. 
Les Angeles, 1162 So. Hill Street 
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WHERE TO BUY 


Store Fixtures 


SE ee 





HAVE 1 COPY OF THI 
NEW GOODWIN CATALOG | 


of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


( l GOODWIN & CO ne 
Worcester, Mass 
ee — ee 


yo 


















WHERE TO BUY 


Men’s & Women’s 
Slippers 
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MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catal 
eautiful 


rass Bres. & Feinroth 











7 East 17th Street New York 


PARISTYLE FOOTWEAR MFG. CO., INC 


Factory and Salesrooms 
40-46 West 25th St., New York City 


Wa = Af 


High Grade Turn Mules and D’Orsays 
Turns only— Cata- 


In Stock 
Oana 
No. 
log on request. $205 


Men’s and 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 

















Women’s 
“Companion- 
ate” lippers 











MEN’S FINE 


HAND TURNED 







SLIPPERS 
Manufactured 
fais to $3.50 by 


w. 


S. CHASE & SONS 
Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 














Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 


“Viet 





Kid 
Turn” 

















Darker Tones 
for Fall, Say 
Lynn Stylists 


LYNN, Mass.—Shoes, and more 
shoes, is the story for September, for 
the factories are running briskly, with 
95 per cent of the cutters steadily em- 
ployed, and the . manufacturers are 
seeking additional stitchers to do the 
thread and needle styles which are now 
in fashion. Some think that business 
will continue brisk for a month more, 
and then will slow down for the year 
end. Much depends upon the weather, 
as well as upon the efforts of mer- 
chants to overcome the year end let up 
in shoe sales. A fair, warm fall will 
prolong the out-of-door season, and 
lead to re-orders. 

Styles, as made here, show a gradual 
turning to darker tones of the prevail- 
ing colors, as well as plenty of blacks, 
and patterns more ample, for sides are 
built up and fronts closed in as if to 
protect the foot against the cold of 
late fall and early winter. Manufac- 
turers continue their efforts to split the 
seasons in two, and to offer late fall 
styles as a successor to early fall mod- 
els, and they will repeat the effort on 
the winter run. 

New colors are coming along. The 
French color card has arrived, and 
makers of shoes are comparing it with 
the domestic card. Tanners say that 
the beiges and sands, be their names, 
or numbers, as they may, are most 
favored. This applies to spring hues, 
of course. Browns, for fall, are down 
to the chocolate shade, and blues are 
deeper while greens are neutral. Not 
much yet is doing in patent leather, 
though predictions are heard that the 
shiny stock will come along strong in 
October and November. It is a com- 
mon practice to buy patent leather for 
filling in stocks toward the end of the 
year, as well as for wear under over- 
shoes. 





Advocates 5 Day Week 


LYNN, Mass.—James M. Daly, man- 
ager of the Golden Rule factories, ad- 
vocates the five day weék, and says so 
in an open letter to the American As- 
sociation for Labor Legislation. He 
says that the five day week is working 
well in his own factory. Mr. Daly also 
vigorosly opposes the practice of lay- 
ing off middle aged and old men and 
replacing them with young men. He 
says that some of the best shoemakers 
in his shop are men of 45 or more. He 
adds that he has some employees who 
are three score and ten. Mr. Daly’s 
thought is that the pace of today is 
so fast that men need two days a week 
for rest and recreation. 





James L. Craig Made 
Assistant Manager 


ATLANTA, GA. (UTPS)—James L. 
Craig, one of the best known shoe men 
in Atlanta, has accepted the position 
of assistant manager for the women’s 
shoe department of the Davison-Paxon 
company. Mr. Craig has had 24 years 
of continuous experience in the shoe 





business in Atlanta. 
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Wholesale Association Plans 
Trade Conference 


BostoN—The National Association 
of Shoe Wholesalers, in conne tion 
with its 1929 annual meeting, to be 
held in Atlantic City, October 16 and 
17, is extending a general invit:tioy 
to all wholesale shoe dealers of the 
United States to meet for a trade cop. 
ference at that time. In its invitation 
the association says: 

“It seems to all of us that the time 
has definitely arrived for a_ get-to. 
gether of our trade and for a free ang 
frank discussion of its problems.” 

The meeting will be held at The Am- 
bassador and will be presided over by 
the president of the National Assvcia- 
tion, William T. Bailey, of Toledo, Ohio. 
The speakers will include E. D. Bor. 
den, manager of the Domestic Distribu- 
tion Department, Chamber of (om. 
merce of the U. S. A., who has made 
a thorough study of wholesale trade 
problems in general and who has taken 
an active part in the annual wholesale 
conferences held under the auspices of 
the National Chamber. 

Among the subjects to be discussed 
at the conference will be the national 
credit situation, modern merchandising 
methods, cooperation with retail mer- 
chants, uniform accounting, chain 
stores, trade abuses and the shoe tariff 
situation. 

This is expected to be one of the 
most interesting and important get- 
togethers of the wholesale shoe trade 
that has been held in recent years 
















Names Executive Council 


RocHESTER, N. Y.—President Ernest 
N. Park, of the New York State Shoe 
Retailers Association, has appointed 
the following directors as members of 
the Executive Council, which body is 
empowered by the constitution of the 
association to act on matters of press- 
ing importance which arise during the 
year: 

John Slater, New York; Burt J. 
Gosper, Elmira; J. L. Patton, Schenec- 
tady; M. B. Hughey, Watkins; C. R. 
Strange, Binghamton; Harry H. Phe- 
lan, ochester. President Park is 
chairman of the council and Harry A. 
Chase secretary by virtue of their re- 
spective offices as president and secre- 
tary of the association. 

























Employees Get Together 


BrocKkToN, Mass.—So arranging its 
new third story addition as to prov ide 
space that will allow for social pur- 
poses as well as manufacturing, the 
officers of the Union Shoe Co. have 
given their cooperation in the for- 
mation of the Union Shoe Co. lm- 
ployees’ Association. The new org:ni- 
zation has for its purpose the fostering 
of a cooperative spirit among the em- 
ployees and boosting fraternalism. An- 
thony DeMarsh has been chosen presi- 
dent of the new association. The new 
social room and manufacturing s}ce 
will be completed within a few weeks 
at a cost of several thousand doll«rs, 
the sloping roof of the factory being 
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New Leather Colors Like 
Rainbow 


MILWAUKEE, Wis, (UTPS)—Accor- 
ding to D. L. Herrick, of the Pfister 
and Vogel Leather Co. advertising de- 
partment, the colors for women’s shoes 
being made for next spring are bril- 
liant in the extreme. “They’re going 
to be startling, the spring fashions 
are,” said Mr. Herrick. “Riviera blue, 
Venetian purple, Corrida red, Hamp- 
ton green, sun tan beige, tropical tan 
and almora are a few of the bright 
colors we’re putting into the leather for 
the coming modes.” 

Neither shoes nor other leather 
goods will be all of one color, said Mr. 
Herrick. There will be borders of one 
color while the rest is of another shade. 
Strips of various hues will be used. 

The coming spring will see some un- 
usual color combinations, which will be 
sensational, it was stated. People more 
and more are becoming color conscious, 
which is really a good thing for the 
shoe men, both retailers and manufac- 
turers. It makes for added business 
all the way around and industry bene- 
fits accordingly. 


C. E. Williams Visitor 
in Boston 


BostoN—“Charlie” Williams, nation- 
ally known retail shoe merchant of 
St. Louis and head of the C. E. Wil- 
liams Shoe Co., spent a day or two in 
Boston recently on his way to Man- 
chester, N. H., and Canada, and found 
time to call on several of his local 
friends in the trade, including M. P. 
Gaddis of the International Shoe Co. 


Albuquerque Store Sold 
to Lion Chain 


ALBUQUERQUE, N. M. (UTPS)—The 
Lion Shoe Store Company, a chain or- 
ganization operating a number of 
stores in west Texas, Arizona and New 
Mexico, has purchased the Karesh shoe 
store in Albuquerque. A. Blumenthal 
is manager of the store. 





Boom Times 
In Haverhill 
Shoe Plants 


HAVERHILL, Mass.—The Haverhill 
shoe industry is experiencing a boom 
the equal of which has not been wit- 
nessed since the post-war days. With 
the restoration of industrial peace and 
the inauguration of a new working 
agreement that guarantees stability, 
the industry has soared to new heights. 
Old-established firms are operating at 
capacity and many have made expan- 
sions that materially swell production. 
In addition to this growth from within, 
numerous new manufacturing plants 
have located in the city. 

This week witnessed the opening of 
the new Haverhill branch of the Na- 
tional Shoe Company of Boston and 
the local plant will soon reach a daily 
output of 50 cases of women’s McKay 
novelties. The Felstiner Shoe Co., 
makers of women’s turns, is another 
new enterprise, and is doing business 
in the Witherell & Dobbins plant, 
Washington Street. The Tinter Shoe 
Co., makers of women’s McKays, has 
opened at 50 Wingate Street and re- 
ports orders ahead for a long run. The 
Brown & Bloomfield Shoe Co. has 
opened in the plant formerly occupied 
by the Madian Shoe Co., Hilldale Ave- 
nue. The Fries Shoe Co. has opened 
at 11 Washington Street and the Met- 
ropolitan Shoe Co., at 47 Wingate 
Street, the last two being contract 
shops. 

The latest expansions to be an- 
nounced are by the Newman Shoe Co., 
where floor space and output has been 
doubled to 50 cases daily; the Nesson 
& Halperin Shoe Co., where capacity 
has been doubled; the Shapiro & Sons 
Co., who likewise have doubled facili- 
ties. Other expansions reported earlier 
are the Kimel Shoe Co., the Gerber 
Shoe Co., the Academy Shoe Co., the 
Ornsteen Shoe Co., and the Katzman 
Shoe Co. 








Shoes to Complete the Ensemble 








In this interesting window display in one of the Fifth Avenue stores 
of I. Miller various kinds of dress fabrics were featured with the 
correct shoes, hosiery and accessories 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


a ll el i i el 


LEATHER HAND-TURNED 
SLIPPERS : 
Nationally Advertised 


Year-Round In Stock 
SERVICE 





Send for 
Catalog 
Prices 











uolity Style: 
ou Character 
Merchandise (% 
ot Popular * 


leathers 
Sotins 
Woolskins 
Ices z Svedesr 
SEND FOR LATEST CATALOG NOW 


KOZY KOMFORT SHOE MFG. CO 170! Richords St Milw Wis 











The Last 
Word in 
Quality / 
Slippers "meee 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








STRAP SLIPPER 
Center Buckle 
$1.60 
Satin $1.60 
Velvet $1.60 
Pat. Gun Metal 
$i 


-75 

The WNatalle 

Slipper Ce. 
Haverhill, 
Mass. 

Terms 7% 

Strictly 10 
Days 
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WHERE TO BUY 


Shoe Ornaments 


ORB A TE OF Oe 


SHOE 
ORNAMENTS 


for 
MANUFACTURER 


RETAILER 


Providence, Rhode Island 














WHERE TO BUY 
Ballet Slippers 





yy itt 
CALLE. 
Rights and Lefts 
Two Grades 
Paty a0 $140 wh, 
1.86 1.80 1.25 SUM 


SMITH 


328 West Monroe Chicago, Ml. 














Soft Toe 
Turn 
Ballets 
Black Kid 
ey Desleney men's Chitdres’ ’s 
Ne. 100—Regular $1.50 $1.40 
Ne. 500—Buck Sole 1.90 


masonry SHOE CO. Manufacturers 
welt 5 Girard St., Chicago 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
BLOG SHOE CO., INC. 


147 Duane Street 
New York City 











*KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 





A SIDELINE 
MONEY 
MAKER 


SIZE oi 
ONLY 


Send for Circular 
DE 


IEPT. C. 
* 








KENDALL SHOE COMPANY 
HAVERHILL, MASS. 


* 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
B102 Bik. Kid Hand Turn 

Soft Toe 


Child’s 6 to . tt. 

Misses 11 2— 1.40 

Women’ 32 ; 1 1.45 
Also Toes 


CCW ANTS & HERDER, Inc. 








lalists in Comfort Slippers 
No. 11th im Puiladelphia, Pa. 





Buys California Store 


BURBANK, CAL. (UTPS)—The Rich- 
atson Shoe Store, No. 3704 South Mag- 
nolia Boulevard, Burbank, Cal., has 
been purchased by R. J. Kelly, who 
comes from Cleveland, Ohio. Beside the 
lines of men’s, women’s, and children’s 
shoes, Mr. Kelly has installed a hosiery 
and accessory department. 


Buys Goldie Boot Shop 


St. Louis, Mo.—The Stanley Melvin 
Booterie, 2864 Union Avenue, St. Louis, 
has bought out the Goldie Boot Shop at 
4949 Delmar Avenue. 





How Can the Small 


Town Merchant Sell 


High Grade Shoes Profitably 


(CONTINUED FROM PAGE 48) 


unless a man is capable of envisioning 
what’s needed and then checking up to 
make certain it is carried through he 
just can’t swim in the shoe trade to- 
day. 

And, of course, we must have tact 
and know something of human psy- 
chology and how the human mind 
works. There’s the customer with the 
negative mind. There’s just one anti- 
dote for the negative and that’s the 
positive. 

For example, let us say a woman 
comes in with a story of: “You know 
I never can get a real fit for my feet 
in the smaller towns and the styles 
never please me here, but I was look- 
ing in your window and came in any- 
way even if I don’t expect to find 
anything I could wear.” Well we real- 
ize that this woman is a “No” person, 
so we begin with her on her own 
ground. First we bear with her by 


| asking “Mrs. So-and-So you never have 


been able to get your right size in the 
smaller cities,” and of course she 
comes back with her favorite “No.” 
You can’t seem to get the sizes or 
widths you need in the “Rapids” and 
she comes back again with her “No.” 
Then we just naturally make a bet 
with ourselves that we’re going to let 
this girl have her way about once more 
and after that she’s got to answer with 
the “Yes” that we want her to use. 
So we feed her one more question she 
can answer with a “No” and after 
that we switch our approach. We ask 
her: “Of course you’d much prefer to 
buy your shoes in your own town if 
you could find here what you really 
liked?” And she has to say “Yes.” 
Then we ask her if she would care to 
see some new shoes that we haven’t 
placed on sale yet, and her womanly 
curiosity compels her to say “Yes.” 
There’s our encouragement. Instead of 
No-ing us, we have changed her atti- 
tude to yessing us. So we ask her to 
sit down and she consents. And that’s 
affirmative rather than negative. Then 
we bring out the new shoes and ask 
her if she would like to see how they 
really look on the foot and again she 
says “Yes.” So with following ad- 
missions that the shoes look good on 
the foot and feel comfortable to the 
foot that prospect who came to scoff 
remains to pay and in addition to hav- 
ing sold a pair of shoes and made a bit 
of a profit we have strengthened our 
own confidence in our sales ability by 
winning a game of wits. 

‘ Another exercise of tact and persis- 
tence comes with the customer who is 
ignorant. You may be surprised, but 
I think that ignorance is the worst 
enemy we have to defeat in order to 
do business. Let us suppose it’s one of 
these fussy females who takes such a 
pride in wearing a size smaller than 
she really does. It runs something like 
this: “I saw a shoe that looks pretty 
in your window and came in to ask if 
you carry it ina No. 5.” “Yes, madam, 
we have it. Won’t you sit down and 
let us show you how it looks on the 
foot?” So she does and as you want 
to give an impression of exercising ex- 
treme care you put the measuring stick 
on her foot and find that it draws a 
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six, so you get a six and put it on her 
foot and ask her how it feels at the 
heel to which she replies: “It feels all 
right but is it a 5?” And you go on: 
“how does the shoe fit up into the 
arch?” She comes at you again with 
“Pretty good but is it a 5?” And go 
you continue with inquiries concerning 
the toe and whether the shoe cramps 
her in walking, until finally she comes 
at you flat with a direct question: 
“Mr. Gleue, I have asked you, ‘is that 
shoe a 5’,” to which I reply “Yes.” So 
she buys ‘the shoe and goes out. 

And the next morning she’s back 
with the shoes. Here’s about what she 
delivers staccato and pianissimo: “I’m 
surprised. Here are these shoes that 
you sold me yesterday. You told me 
positively that they were a size 5 and 
I bought them for that. My boy has 
worked in a shoe factory and he can 
read sizes and he knows that these 
shoes are size six and I bought them 
for 5’s.” After she’s talked herself 
out I ask her to let me have an op- 
portunity to explain the situation and 
here’s the substance of what I say: 

“Of course when you told me you 
wore a 5 I understood you. You will 
remember that I used the size stick on 
your foot and that showed a six was 
needed. Then I tried on a size 6 and 
you will remember that all the while I 
was trying to fit you that I took care 
to ask you regarding the different 
points where the shoe touches the foot. 
It so happens that I have worked in a 
shoe factory myself and I employed a 
lot of girls to rubber stamp size fig- 
ures on shoe linings and all the while 
I was fitting you I was debating in my 
own mind that either you must be mis- 
taken regarding your size or else some 
of those girls in the factory had made 
some more of the mistakes that I have 
known them so often to make. And I 
finally decided that I could’nt accept 
the careless work of those factory girls 
against the word of a lady like your- 
self.” 

Well the chances are she will look at 
me and say something like: “Mr. 
Gleue, that’s good.” But with it all 
she realizes that she has been very 
gently corrected. 


Discovered—A Sandal 
(CONTINUED FROM PAGE 35) 


background sandals are in the trend of 
dress. Stranger even than fiction is 
the finding of this sandal in the mud- 
died Lake Nemi, for Caligula’s barge 
was an emblem of the very height of 
Roman splendor and display. Stranger, 
also, is the fact that the Imperial Em- 
peror gave to the ancient world the 
military sandal which had no upper 
leather on the leg and which for cen- 
turies was known as a “Caliga.” Thus 
the one relic of supreme importance 
coming out of the ruins was in truth— 
a sandal. 

To Italy and the Lido credit is given 
for the beach pajama and the beach 
sandal in its crude and colorful style. 
Are we now to see sandals with all the 
splendor of ancient artistry? 





Boor AND SHOE RECORDER 
combining THp SHop RETAILER, Sept. 28, ! 





foot. 
ina 
ed a 
fig- 
vhile 
) my 
mis- 
ome 
rade 
lave 
nd I 
cept 
rirls 
our- 


k at 
‘Mr. 
all 


ery 


Dates Set for Next Boston Fair 


Will Be Held July 7, 8 and 9, 


1930—President Heald Re- 


elected at Meeting of Board of Directors 


Boston, Mass.—The Annual Meet- 
ing of the stockholders of the New 
England Shoe and Leather Exposi- 
tion and Style Show, Inc., was held 
September 18, at the rooms of the 
New England Shoe and Leather As- 
sociation, 166 Essex Street. The meet- 
ing was presided over by President 
Charles T. Heald, and 44 stockholders 
were represented in person or by 
proxy. 

In his annual report, President Heald 
summarized the highlights of the 1929 


the Hotel Statler, July 8, 9 and 10, 
(the Tenth Annual), and stated that 
in every respect the Fair proved a 
gratifying success and a distinct credit 
to the New England shoe and leather 
industry. Mr. Heald warmly com- 
mended the members of the various 
Committees, and particularly the tra- 
veling salesmen serving on the Hospit- 
ality and Registration Committees for 
their splendid cooperation. He especi- 
ally congratulated the Committees for 
keeping within the previous year’s bud- 
get, in several instances the reduced 
expenditures being very marked. He 
added that the business results of the 
Fair, as reflected in the buying of mer- 
chandise, was exceedingly satisfactory. 

The annual report of the Secretary 
and Managing Director presented the 
main activities of the Association dur- 
ing the year and analyzed the results 
of the Fair itself in some detail. The 
report called attention to the world- 
wide advertising that the New England 
shoe and leather industry receives each 
year through close contact with our 
Government’s representatives abroad, 
many of these representatives manifest- 
ing keen personal interest in the Boston 
Shoe and Leather Fair, as expressed in 
voluminous correspondence with the 
Secretary’s office. The Secretary in his 
report also referred to the special im- 
portance of the Eleventh Annual Fair, 
next year, on account of the celebration 
of the Massachusetts Bay Tercenten- 
ary, expected to attract many millions 
of visitors to Boston and New England. 
The annual report of Treasurer Charles 
C. Hoyt showed the finances of the cor- 
poration to be in a healthy condition, 
there having been a satisfactory excess 
of receipts over expenditures in connec- 
tion with the 1929 Fair. 

_After the annual reports of the Ex- 
hibits, Publicity, Style Revue, Hospital- 
ity, Registration and other Committees 

ad been presented and accepted, the 
report of the Nominating Committee, 
Messrs. Charles T. Cahill, Everett Brad- 
ley and Herbert T. Drake, was pre- 
sented. On recommendation of this 
Committee, the following Officers and 
Directors were unanimously elected by 
ballot: 

CLERK—Thomas F. Anderson, Boston. 


_ TREASURER—Charles C. Hoyt, Na- 
tional Fabric and Finishing Co., Boston. 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Sept. 28, 1929 


| The Stetson Shoe Co., 


Boston Shoe and Leather Fair, held at | 
| ton, Colella & Leighton Shoe Co., 





Directors: Albert F. Bancroft, Ban- 
croft Walker Co., Boston; Frank M. 
Bohr, The Munroe Shoe Co., Inc., Au- 
burn, Me.; Everett Bradley, Bradley- 
Goodrich Co., Inc., Haverhill, Mass.; 
William H. Bresnahan Shoe Co., Boston; 
Charles T. Cahill, United Shoe Ma- 
chinery Corporation, Boston; Herbert T. 
Drake, W. L. Douglas Shoe Co., Brock- 
ton, Mass.; Alfred W. Donovan, E. T 
Wright & Co., Inc., Rockland, Mass.; 
Horace R. Drinkwater, Edwin Clapp 
& Son, Inc., East Weymouth, Mass.; 
Fred F. Field, Jr., Field & Flint Co., 
Brockton, Mass.; Charles T. Heald, 
Inc., South 
Weymouth, Mass.; Harland P. Leigh- 


Lynn, Mass.; Paul O. MacBride, Mil- 
ford Shoe Co., Milford, Mass.; F. 
Rollins Maxwell, Thomas G. Plant Cor- 
poration, Boston; Burt W. Rankin, 
Hunt-Rankin Leather Co., Boston; D. 
Frank Quigley, Conrad Shoe Co., 
Brockton, Mass. 

The meeting unanimously adopted a 
resolution of thanks to Treasurer 
Charles C. Hoyt. 

Immediately upon adjournment of 
the Stockholders of the Corporation, the 
newly-elected Board of Directors met 
for organization. 

These officers were unanimously 
elected: 

PRESIDENT—Charles T. Heald, The 
Stetson Shoe Co., Inc., South Wey- 
mouth, Mass. 

VICE-PRESIDENTS:—C harles Ault, 
Ault-Williamson Shoe Co., Auburn, 
Me.; Paul O. MacBride, Milford Shoe 
Co., Milford, Mass.; Major Charles T. 
Cahill, United Shoe Machinery Corpor- 
ation, Boston. 

On motion of Major Charles T. Ca- 
hill, the Directors unanimously voted 
to fix the date of the 1930 Boston Shoe 
and Leather Fair for July 7, 8 and 9 
at Hotel Statler. After an informal 
discussion of next year’s plans, Presi- 
dent Heald appointed Major Charles T. 
Cahill a Special Committee of one, 
with authority to add others, to outline 
a tentative program of historical fea- 
tures relative to the Massachusetts- 
New England shoe and leather industry, 
to be included in the 1930 Fair, this 
Committee to make a preliminary re- 
port at the next meeting of the Direc- 
tors. 


Musebeck Factory Busy 


DANVILLE, ILL.—The plant of the 
Musebeck Shoe Co., organized less than 
two years ago by George E. Musebeck, 
has recently stepped up its production 
to nearly 600 pairs per day, and is now 
running 100 percent on its short line of 
arch feature shoes consisting of one ba! 
and two blucher patterns, made in 
black and tan of heavy calf, light calf 
and kid. The shoes are made by a 
shoulder channel process with no cork 
filler and the largest individual seller 
in their line is a police shoe. 
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WHERE TO BUY 
Ballet Slippers 





Brooks’ Toe Slippers 


In Stock 


Women Misses Ohildren 

616 Black Kid....$2.80 $2.75 $2.70 
@06 Pink Satin... 8.15 8.10 06 
Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 


Philadelphia—Swanson & Rit- 
ner Sts. 


Les Angeles—1162 So. Hill St. 














ye 


The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 


s Angeles, California 


WHERE TO BUY 
Athletic Shoes 


i i 


€@THCO 


GYM SHOES 


No. C855—All sizes in stock 
for immediate delivery.Write 
today for complete catalog 

of ATHCO Athletic Shoes. 


Athletic Shoe Co. 
914N. MarshtieldAve. 
c 
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WHERE TO BUY 


Dancing Tabs 


AF FS 





CLOG DANCING TAPS 


Made of special alu- 


Price 20c. Per Pair 
Brooks Shee Mfg. Co. 
Swanson and Ritner 
Sts., Philadelphia 
Los Angeles 
1162 Se. Hill St. 
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WHERE TO BUY 


Women’s Novelties 
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Droduces footwea: 
able _— smartness and 
flexibili 








BOND SHOE COMPANY, a Duane St., New York 
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WHERE TO BUY 
Children’s Shoes 


el a lee ele 


Approved by Medical Men 
4s « fully ventilated shoe y 

the Burkley Ventlisted 7 

Foot Developer is unex 

eolle@. Well known sur. 

geens recommend its 


Shoe Ce. 
1166 Ne. Main Ot. 
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WHERE TO BUY 


Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 
Linings and case num- 
bers 


in 


THE SHOE FORM CO., Auburn, N. Y. 
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WHERE TO BUY 


Store Fixtures 


THOUSANDS 


: 
P 
of Leading Shoe Dealers Fit their custom- § 
ers’ = Quickly, Accurately and “Simply 


BRANNOCK DEVICE 


Free Trial—Write Today 
321 8. Salina Street SYRACUSE, N. Y. 
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Billy Rogers Hears About Turnover 


(Continued 


A moment later Joe came back pop- 
eyed. “Say, this guy’s Santa Claus— 
he says he’ll buy anything at a price.” 

Billy blinked hard, and then walked 
to the waiting salesman. He saw an 
under-sized, slim man of middle age, 
shrewd eyes, and a hard mouth. 

“TI hear you buy shoes as well as sell 
’em,” Billy greeted him. 

“Sure, mister. I don’t care how I 
make money. If you can’t buy, mebbe 
you sell your cats and dogs, eh? What 
you got?” 

Billy thought of that wild purchase 
of misses’ one strap dress pumps that 
the salesman assured him would sell 
like hot cakes. Evidently nobody ate 
hot cakes in Fretton, for the sale of 
them had been absolutely dead. He 
picked up one of the despised pumps— 
he could see now that they were alto- 
gether too cheap and flashy for his 
trade—and gave it to the salesman. 

“T’ve a stock of these I’ll sell you.” 

“My God, what a shoe! Say, mister, 
honest you don’t mean to tell me you 
bought them bum shoes?” 

“They’re a good line,” Billy said in- 
dignantly. “I bought them at a very 
low price—but I’m rather over-stocked 
(that’s a real joke, Billy thought). I’ll 
let ’°em go for what I paid for them.” 

“How much?” 

“Two fifteen a pair.” 


HE salesman turned the shoe over 

and over. He looked at it as if it was 
an unpleasant mess, meanwhile shak- 
ing his head and saying, “Tch! Tch! 
Tch!” Then he shrugged his shoulders 
and blurted, “Give yer fifty cents a 
pair!” 

Billy took the shoe and angrily said, 
“We can’t do business. Expect me to 
give ’em away, don’t you?” 

To his surprise the man nodded and 
said, “Sure, bo, you gotta do it—either 
ter me or some person else. However, 
here’s me card and when you’re ready 
to talk turkey, let me know.” 

With that he walked out of the store. 

He told June about it that night 
while she posted up the books. 

“That’s an insult Billy. But what 
are you going to do with them?” 

“I—er—I haven’t decided yet,” was 
Billy’s lame answer. 

Billy could not help but feel import- 
ant at the Chamber of Commerce 
luncheon when Parker introduced him 
to many of the leading merchants in 
IFretton as “My friend, Billy Rogers, 
who has just joined the Chamber. He 
owns that smart new shoe store on 
Mill Street.” 

The luncheon was quickly disposed 
of and the speaker introduced. He was 
a clean shaven, virile man of about 
thirty-five, who spoke with emphasis 
and an obvious mastery of his subject, 
“The Magic of Turnover.” 

That night Billy kept the Captain 
and Joe Rowe after the’store closed to 
tell them what he had heard. He was 
glad to have June also as an interested 
and admiring listener. As he explained 
to her, “If I hear anything good, I’ll 
pass it on to the Captain and Joe. It 
might help business—if you see what 
I mean.” 

And June had smiled and nodded 
understandingly. 

“Turnover is the real secret of re- 
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from page 45) 


tailing it seems to me,” Billy began. 
“T’ll just give you some figures on what 
it means to step up the turnover as 
the speaker called it.” 

After he produced his notes he went 


a 

“If the store that at present secures 
a three time turnover could add just 
one more turnover a year of its inven- 
tory, it would in the majority of cases, 
double its net profit.” 

“Oh, come, me boy, you don’t expect 
us to believe that, do you?” Captain 
Jacks commented skeptically. 

“Just how I felt, Captain, until the 
speaker went on to illustrate. Now 
listen to this: Assume expense of 25 
per cent and a net profit of 5 per cent 
—that doesn’t hit us, of course, for my 
net, according to Ju—, Miss Solent, is 
only 3 per cent. However, it’s the prin- 
ciple of the thing that interests me. If 
$10,000 represents one stock turn, that 
means a net profit per turn of $500. 
With three stock turns it means $1,500 
net. Follow that?” 

June nodded eagerly. These statis- 
tics were easy for her to follow. Cap- 
tain Jacks agreed, but only with indif- 
ferent interest. Joe Rowe was frankly 
bored and broke in with, “Say, boss, 
any objection if I slide along? I’ve got 
a date I’d like to keep.” 

Billy was disappointed, but said, “All 
right, Joe, I won’t keep you, of course.” 
The Captain said if Billy had no ob- 
jection he’d go along with him—he 
wanted to get some fresh air! 

“Nice salesmen I’ve _ got,” Billy 
growled after his help had departed. 
“They don’t want to learn.” 

“Did you, when you worked for 
Parker? Don’t worry, honey, they 
haven’t the same incentive to work 
night and day as you have.” 

“Gee, gorgeous, that’s true, when I 
look at you 

“Go on with your story of turnover, 
Billy Rogers,” June interrupted 
primly. 

“O. K. wonderful. Well, the speaker 
said that on the extra turnover the 
gross profit on $10,000 sales would be 
$2,500. But—get this marvelous—the 
extra turnover is got without much 
extra expense. No more rent, light, 
heat, management expense, etc. Only 
a little extra for selling costs. Cer- 
tainly not $1000. So that, assuming 
the extra expenses to be $1000, the net 
profit on the extra turnover is $1500— 
as much as the first three turnovers 
combined. Does that, or does that not 
sound crazy, lamb’s lettuce?” 


oN E ignored the rather wild, endear- 
ing terms Billy injected into his re- 
port of the speech, and was quickly 
figuring the sum for herself. 

“It’s right, Billy boy—but just h 
do you figure turnover. Your stoc 
naturally varies from day to day.” — 

“Say, delightful, it’s as easy as ))! 
—when you know how. Take inventory 
at cost at beginning of fiscal year. 
Then take inventory at end of afore 
said fiscal year. Add ’em, divide | 
two and there’s your average roughly. 
He, the speaker, gave us a more acc! 
ate way, which I'll tell you in a minute 
splendiferous. You must, however, 
figuring turnover, divide your average 
inventory at cost into total sales, less 
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gross profit—or again at cost. That is, 
oh, sole of my shoe, you must divide a 
cost figure into another cost figure. If 
you divide inventory at cost into sales 
at gross you add the mark-up to the 
turnover which, as my old college chum 
Euclid said so often—is absurd.” 


UNE had to laugh at Billy’s non- 

sense, mixed with the horse sense 
parts he had remembered from the 
chamber luncheon address. 

“J follow the importance of getting 
the extra turnover, honey, but I don’t 
see that knowing what it will do is 
much help, unless he told you how to 
do it.” 

“Ah, ha, me fair heart breaker, that 
is the deadly secret he promises to dish 
out next month at his next talk. But 
he did give us some good dope on keep- 
ing the inventory correct. Wish to 
hear it, tantalizer?” 

“Yes, if you can be sensible about 
it,” June actually giggled! 

“Here’s the dope then, joy jingler. 
You should have a sales quota. That 
means, in our case, that it isn’t enough 
to decide we want to do $30,000 sales 
our first year. We have to divide it 
into monthly quotas. Comprenez vous, 
mon bon bon?” 

“Billy Rogers, quit fooling or I’ll go 
home.” 

“Snubbed, be gosh. Well, if you 
know what your monthly sales should 
be, you can buy ahead for each month 
the amount of stock that will enable 
you to do the business, and at the same 
time keep up any desired rate of turn- 
over. 

“That sounds complicated, honey?” 

“Well, if we want a four time turn- 
over, it means that on a sale of $30,000, 
less our mark-up of 30 per cent—that’s 
near enough for now—we sell at cost 
$21,000 worth of goods. Now, me fair 
allurer, to get a four time turnover, 
our average inventory would be only 
$5250.” 

“That’s clear to understand—but it 
seems to me impossible for your busi- 
ness, honey. What should your stock 
be with a three time turn, as you now 
plan for?” 

“Easy, acme of perfection, a third 
of $21,000—or $7000.” 

“What’s your stock now?” 

“I’m sorry you brought that up to 
spoil an evening of education. But it’s 
twice that amount—more than twice.” 

“But Billy, if that’s so, your stock 

must be around $15,000. And you only 
had seventeen to start with. And you 
put over three thousand in fixtures, 
and $500 you paid Toni Perelli for his 
lease. Honey, you’ve spent more than 
you can pay for! Oh dear, what made 
you do it?” 
_“Don’t worry, June dear, I’ve a long 
time to pay for the fixtures—eighteen 
months. And a lot of the shoes I 
bought with extra dating—because I 
was fool enough to buy extra quanti- 
ties. I’m taking in money every day 
now, so there’s no worry on that score. 
What I have to do now is to get the 
stock down to where it belongs and 
keep it there. Then I'll be on easy 
street.” 

“Yes, honey, if you don’t have to lose 
too much in getting the stock down. I 
don’t want to bother you, Billy boy, but 
it does seem to me that you ought to 
figure things out further ahead. Then 
you have such a lot of charge accounts. 

ey grow every day. I hope they all 





pay up by the tenth of the month. But 
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my boss keeps after the coal bills 
pretty hard. He always says he can’t 
pay his bills with open accounts on his 
ledger.” 

Billy listened in hurt silence to 
June’s remarks. She saw that he was 
worried by her fears and so strove to 
cheer him. 

“But forget that tonight, Billy boy. 
Tell me that more accurate manner of 
figuring turnover you said the speaker 
gave. I think it’s fascinating to hear 
about it.” 


“Do you, honest?” Billy’s volatile 


-nature responded promptly to the stim- 


ulus of June’s smiles. “Well, here it 
is. He says ‘take the cost figures of 
actual inventory at the beginning of 
the fiscal year. To them add the de- 
livered purchases of the month—at 
cost again. Then deduct the sales, less 
gross profit, to the amount and you 
have the estimated inventory at the 
beginning of the next month—he calls 
it a paper inventory.’ Follow that, 
sweetheart?” 

June nodded brightly. 

“Repeat the performance’ every 
month for the year. Then at the end 
of the year, when you take another ac- 
tual inventory, you add up the thirteen 
items.” 

“Thirteen?” June questioned. 


66Q URE, two actual and eleven paper 

ones. You have two January Ist in- 
ventories—if January is the beginning 
of your fiscal year. As I said, you add 
up the thirteen items, divide by thir- 
teen, and that’s the average inventory 
for the year. Then divide it into the 
year’s sales at cost, and the answer is 
your rate of turnover. The speaker 
also said that even if inventory is taken 
every month, it’s a good plan to check 
it against your figured—or paper—in- 
ventory, to see that all’s there that 
should be there.” 

“If it isn’t, what’s the answer?” 
June was pulling her hat over her 
golden bobbed hair. 

“If there’s a difference? Your gross 
profit is off, you’ve made a mistake in 
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WHERE TO BUY 
Spats 





Church’s 
Imported Spats 


Large stock carried all year 
around to insure prompt service. 
Write for samples. 

LYONS & CO. 
122 Duane St., New York City, N. Y. 














Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats—to retail 
from $1.50 to 
$5.00. 
Send for 
list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 


price 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All Selling Colors 
$10.50 to $36.00 per dozen 





Samples on Request 
STAR POST HEAR MFG. 


Howard and “Norris Sts. 
Philadetphia 











your figuring; you’ve sent shoes out | 


and forgot to charge ’em; or someone’s 
pinching shoes.” 

“That was a worth-while talk, Billy, 
wasn’t it? Now walk home with me.” 

As he locked the store for the night 
he whistled happily. Turning to June 
he said, “Delightful, I’m actually be- 
ginning to get a glimmering of an idea 
of what shoe store management is all 
about.” 


Blues Lead in Birmingham 


BIRMINGHAM, ALA. (UTPS)—Navy 
blue looms large in the present demand 


for shoes in Alabama. Merchants say | 


that navy blues have outstripped other 
colors almost two to one and the pros- 
pects are that they will continue to 
hold first place for sometime to come 
yet. 

Blacks are running second, but con- 
siderable distance behind blues. A 
number of merchants reported browns 
in second place. 

However, there was not a single 
merchant out of approximately a dozen 
of Birmingham’s leading stores that 
did not report blues in first place. They 


are leading in both popular price and | 


higher price classes. 
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This new 
idea in spats 
this fall will 


as 


| profits. BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 

Twice as easy to sell as ordinary spats. 


| CHAS. F. CLARK, Inc. 


‘eee W. Congress St., CHICAGO 2 
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‘WHERE TO BUY 


Wooden Sole Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


A. _H. RIEMER 
SHOE CO. 
Manufacturers 


since 1887 
Milwaukee, Wis., 
st  o'. 
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SALESMEN WANTED SALESMEN WANTED 





Monta 





NORTHERN OHIO and NEW YORK STATE 

In these territories we have openings for high-grade salesmen with followings to carry 
four related nationally-known lines of 

IN-STOCK JUVENILE WELTS 

STITCHDOWNS and TURNS 
with 24 hour shipping service. Straight commission basis paid semi-monthly. 
include references with first letter. 

CURTIS-STEPHENS-EMBRY CO., Reading, Pa. 


WANTED 


A PRODUCER with established 
business who works his territory 
close, to carry our new Spring line 
exclusively in the following terri- 
tories: Georgia, Texas, Kentucly, 
Tennessee and South West. 


RAMSEY’S, INC. 


347 Rider Ave., New York City 


Please 








Do You Want a Profitable Side Line? 


The next four months are the best months to sell Herman’s 
Men’s and Boys’ Shoes from STOCK. 
We want responsible side line salesmen in the following states:— 
Arizona Kansas Nebraska 
Arkansas Leulelana Nevada 











Colorado New Mexico 
Delaware Maryland North Dakota ~ l O 
Florida — oe ioe ales Opportunity 
Idaho Missouri Utah 
e If you are traveling in any of the 
Iowa Montana Wyoming following states—Wisconsin, Minnesota, 
: : A N South Dakota, Nebraska. 
For details, write, wire or telephone to R. A. Longmore, Sales Manager, rn — Se. egparrss 
* ’ 8, Mis please rite 
Joseph M. Herman Shoe Co., 564 Atlantic Ave., Boston, Mass. and tell us about yourself. 
This advertisement is inserted by a well- 
known Brockton shoe manufacturer wii 


has a very attractive sales proposition 
which is open in those states. 








Please give us references and full infor 
mation regarding experience and terri- 
tory. Address B-364, care Boot 
and Shoe Recorder, 239 West 
39th St., New York, N. Y. 


SIDE LINE SALESMEN 


Men’s $6.00 Retailers in Stock 


Following states, except some cities and 
customers reserved for House Salesmen. 


Salesmen Wanted! 


To sell an unusual line of women's hot 
novelty shoes, carried in stock, all at 
one price, styled high and priced low, 
which can be retailed at $3.00 and up. 
OKLAHOMA, ARKANSAS, KENTUCKY, . 
TENNESSEE, MICHIGAN, INDIANA, New Jersey = Penna. Tilinois 
IOWA, WASHINGTON,. CALIFORNIA, New York Ohio Wisconsin 
OREGON, WEST VIRGINIA, and other Texas Iowa Minn. 
desirable territories open. This is big 
proposition on straight liberal com- 
mission basis. Address— 


STYLO SHOE COMPANY 
14th and Washington Avenues, 
St. Louis, Missouri. 








Braided Sandals 


One of the largest manufacturers 
Address B-369, care Boot and of braided sandals in Czecho- 
Shoe Recorder, 239 West 39th slovakia is starting an organiza- 
St.. New York, N. Y. tion to sell direct to well rated 
retail stores. Applications will be 
considered only from_ salesmen 
with established territories. Com 
mission basis. 


Address B-365, care Boot and 


Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


May consider men in other territories. 

















Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 
New York, N. Y., on Monday of the week of publication in order 











t., 
that advertisements be published same week. Otherwise insertion 
will be put over to the following week’s issue. WE have an opening in several territories for 





POSITIONS WANTED a sideline shoe salesman, to carry a com- 
plete line of spats, rhinest or s and 


cut steel buckles of our own make. Acidress 


B-270, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 


4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7e*per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 

dollars per inch. Allow 45 
words to an inch 





When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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SALESMAN to sell in stock line of McKay 
novelties to retail at $5.00 and $6.00. Com- 

missions paid weekly, references required. Ad- 

dress B-359, care Boot and Shoe Rec 

239 West 39th St., New York, N. Y. 
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~ §ALESMEN WANTED 


FOR SALE 








SAL _ESMEN WANTED—Snappy side line. 
Well known Infants’ First Step Shoes—Soft 
Sole Shoes—Moccasin Gift Sets. Best sellers 
in stock. Liberal commission. Monthly settle- 

ments. Experienced hustling salesmen only, 
with established trade. Give references, Terri- 
tory and lines now selling in first letter. G. W. 
CHESBROUGH, Manufacturer, 797 Smith St., 
Rochester, N. Y. 





— 


ANTED—Salesman to represent nationally 

known rubber house to cover the following 
territory in New York State: Franklin, Clinton, 
Essex, Hamilton, Herkimer, Washington, Sara- 
toga, Fulton, Montgomery, Schenectady, Rens- 
+ Albany, Schoharie, Otsego, Delaware, 
Address B-367, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





IDE LINE MAN WANTED TO carry one 

grip of shoes in Washington, Oregon and 
Montana. Also, man wanted for Kansas. Ad- 
dress B-366, care Boot and Shoe Recorder, 239 
West 39th Street, New York, N. 





POSITION WANTED 








SHOE BUYER 


15 Years Experience 


buying, merchandising de- 
partment and chain 
Excellent references. Married. 


stores. 


Address B-362, care Boot and 
Shoe Recorder, 239 West 39th 
St., New York, N. Y. 











centrally located in Brooklyn, N. Y. 
a fraction of its original cost. 
34th St., New York City. 





I have an excellent opportunity for someone, 
has six thousand square feet, 
Apply P. J. Watson, 426 Marbridge Bidg., 4 


FOR SALE 
TURN SHOE FACTORY IN BROOKLYN, N. Y. 


to secure a fully equipped turn shoe factory, 


also lease. Will &" at 





FIETY FEET Oak Shoe Shelving in 14 Sec- 
tions, capacity for 1260 pairs men’s shoes. 
Will sell cheap. Address CRAWFORD 
BOOTERY, 203 N. High St., Columbus, Ohio. 





HOE store established seven years, principal 

stock is “Orthopedic Fitting.” No competi- 
tion within forty blocks. Stock was reduced 
within last sixty days from $7,000 to $3,000. 
Must sell. V aluable opportunity, A-1 location. 
Cheap rent. St. Nicholas Avenue, New York 
City. Address B- 370, care Boot and Shoe 
snereee, 239 West 39th Street, New York, 





OR SALE—Shoe shop, Nebraska. Money- 

maker at bargain. Only one in_town of 
1500. Good equipment. National Brokerage 
Company, Omaha, Nebr. 





WANTED TO PURCHASE 





WAT to buy for cash, shoe or general_mer- 
chandise stock. Prefer Ohio. Write L. N. 
Mangette, Tiffin, Ohio. 





WANT to buy a good paying shoe store in 

New York, New Jersey or Pennsylvania. 
Address B-360, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y 


WANTED—A second-hand ae shoe fittin 
machine in good condition. Give price anc 
Address B-371, care Boot and Shoe 
New York, 





all details. 
Recorder, 239 West 39th Street, 
wm. ¥ 





HOE BUYER—My experience is ten years 

with Bargain Basements doing a big volume 
and five years in business for myself. Willing 
to go anywhere. Address B-361, care Boot and 
09 Recorder, 239 West 39th Street, New 
or d 








HELP WANTED 








SALES-MANAGER 
WANTED 


By prominent manufacturer of chil- 
dren's, misses’ and growing girls’ shoes. 


Unusual opportunity for capable man 
who can produce results to become part- 
ner in a well established business. State 
age, salary expected, experience had in 
correspondence with salesmen and cus- 
tomers, sales made personally and what 
acquaintance with larger trade. 


All correspondence treated in_ strict 
confidence. Address B-363, care 
Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y. 














MISCELLANEOUS 


M L. BLACK, Attorney at Law, 1663 Penob- 
* scot Bldg., DETROIT. 


FOR RENT 











GROE department for rent in ladies’ specialty 
shop. One undred per cent location. 
Syracuse, N. Y. Address B-352, care Boot 
and Shoe ’ 239 West 39th St., New 
ork, N. 
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LINE WANTED 


INES OF SHOES WANTED —Unusual op- 

portunity for several non-conflicting factory 
lires to secure St. Louis office and exceptionally 
live representative on commission basis. Right 
style, good values. and service essential. Ad- 
dress B368, care Boot and Shoe Recorder, 239 
West 39th St., New York, ° 








MERCHANTS’ NEED 








PRESERVO 


Prevents patent leather ‘‘kumbaks,"’ checks, 
cracks. Waterproofs and preserves. Makes 
shop-worn shoes look like NEW. Tube 25c. 
postpaid. $1.75 doz. $20.00 gross. ASK 
jobber or ASK us. 


PRESERVO POLISH CO., INC. 
Gateway Sta., Kansas City, Mo. 











ESTABLISHIO 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


23° 21 LEXINCTON ave ° enennayel. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 











WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Goang St. New York Oity 
Dry Dock 0352 











TO BE SURE YOU RECEIVE 
HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 














“MERCHANTS” NEEDS 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York Ci 














Milbradt 
-| Rolling Step Ladders 


fnable you to reach your 
aighest shelves convenient- 








y. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the best 
~~] ladder for your use. 
Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 




















MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


BUSINESS OPPORTUNITY | 




















Shoe Window 
Display Fixtures 
Assortment of all Period Designs 
including Modernistic and some 


splendid “Close Outs’ at most 
interesting prices. 


Catalogs on request 


THE OSCAR ONKEN CO. 
No. 611 W. 4th St. 











CINCINNATI, O. 











HOTELS 














HOTEL __ 
MONTCLAIR 


Lexington Ave. 
NEW YORK CITY 


800 Rooms 


Each with Tub 
and Shower 


Radio in Every Room 


th 

- Tub and Shower 

$3 to §5 
per day 

For 2 persons 

#4 to %6 
per day 
Suites 

$8 to #12 
per day 


Special Monthly 
and Yearly Rates 








3 minutes’ walk from Grand Central. Times 
Square, Fifth Avenue Shops important 
commercial centers, " ding shops and 
theatres nearby. 10 mines to n. Station. 


Grand Central Palace re! 
only 2 short blocks away 


S. Gregory Tayler, 
President * 


Oscar W. Richards 
Manager 





SSererererr: 
Prererrererr: 
—CEEerreer 














EP Eereceert 
— 











SOUVENIRS 
and 
ADVERTISING NOVELTIES 


fer store openings, anniversaries and special moer- 
chandising events for men, women and children. 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street 











"THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.; Port- 

. Oregon; San Francisco, Calif. 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 





YOU CAN HAVE A BUSINBSS pRo. 
FESSION OF YOUR OWN and earn pig 
income in service fees. A new system of 
foot correction; readily learned by any. 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capj. 
tal required or goods to buy; no agency o; 
soliciting. Address Stephenson Labora. 
tory, 21 Back Bay, Boston, Mass. 





MERCHANTS’ NEEDS 





NEW and USED CHAIRS 
Prices from $2.00 each up 
Always on Hand 


Crown Motion Picture Supplies 
729 Seventh Avenue 


New York City - - - - - - N.Y, 





Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic R 
Paper, ete., in Season. 
Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 1902 New Vork 











$39.50 
For Complete Set 


Consisting of 1 table 
18”, 2 tables 12” high 
and 12 shoe stands 12 
18 and 24, assorted 


Solid American Walnut 

Weighted Bases — Metal 

Connections. 

Write for Samples of 
Window Fabrics and 


> Window Valances 


THE HECHT FIXTURE CO. 
233 South Wells St. 
CHICAGO 





NEW YORK 
SHOW ROOM | 
142 WEST 38th ST. 











N=) 3 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34TH ST. NNEC. 
Phone WISCONSIN 8130 
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JES... that’s exactly 


‘| what I want. Even 











: though they area <> 
half size smaller, this partic- is 
ular style may be real com- 
fortable.” 


**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 


“Well, this one seems a lit- 
tle too snug. But perhaps it’s 


imagination because they are 


“Nearly every- 
one’s fer’ vary, 
madam. Appar- 
ently your left 


g 
| Satisfy the Foot as well as the Customer 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
/) will ease that shoe in such a 
ab way that it will never cause 


you discomfort.”’ 


@ Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 

gains and holds desirable 

jp) trade. In the retail shops an 


orderly equip- 
ment of stretch- 
ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 
and the blocks are conneéted by a strong 
steel hinge. The a@ion is easy, accurate 
and dependable, through a simple mech- 


oe 


anism—toggle joint and slow aétion 
thread screw. 


For Sale by Shoe Findings “Deaters 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 





I 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the righs price, at 
the right projit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., N. Reading, Mass 
Air-0-Pedic Shoe Co., Boston, Mass. 
Athletic Shoe Co., Chicago, Ill 


Best Ever Slipper Co., Brooklyn, N. Y.... 
Blog Shoe Co., New York City 

Bond Shoe Co., New York City 

Brass Bros. & Feinroth, New York City.. 
Brooks Shoe Mfg. Co., Phila., Pa 

Burdett Shoe Co., Lynn, Mass 

Burkley Shoe Co., Brockton, Mass........ 
Burns, J. R., Shoe Co., Endicott, N. Y.... 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass.... 106 


Churchill & Alden Co., Brockton, Mass., 
4th Cover 


Clapp, Edwin, & Sons, Inc., E. Weymouth, 

ass. 104 

Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 104 

Colt Cromwell Co., Inc., New York City.98, 100 

Coon Co., W. B., Rochester, N. Y. 

Crafts, G. P., Co., Manchester, N. H 


Dunn & McCarthy, Inc., Auburn, N. Y.... 73 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 105 
Elam, F. 8., Shoe Co., Rochester, N. Y.... 90 
Emerson Shoe Mfg. Co., Rockland, Mass..5, 104 
Evans, L. B., Sons, Wakefield, Mass 


Ford, C. P., & Co., Rochester, 
General Footwear Corp., New York 


Goodrich, B. F., Rubber Co., Akron, Ohio.10-11 
Greeley, A. W., Co., Haverhill, Mass 


Hagerstown Shoe & Legging Co., Hagers- 
town, 64-6 
Hurley Shoe Co., Rockland, Mass 





IN THIS ISSUE 


A PERENNIAL SHOE PROBLEM....... 
FEATURE SHOES FOR FASHIONABLES. . 
THE VOICE OF THE RECORDER........ 


Hurry, HURRY—HELP ’EM Hurry.. 


BILLty Rocers HEARS ABOUT TURN- 


ee ey 


How CAN THE SMALL TOWN MER- 
CHANT SELL HIGH GRADE SHOES 
PUIG T 6 Skso cae devouiodedes 

SHOE STORE SERVICE .............- 


WHAT DEPARTMENTIZING PROVED.... 


MEN’S SHOE ADS TO SPEED FALL 
EN cided: ineeindadeu 


THE TRAVELING SHOE SALESMAN.... 
NEws 0’ SHOES ........ 


BUSINESS BAROMETER ... 


An Important Tariff Angle..... 


Ancient Rome Inspires Modern 
IR Soins sree eens ese ox 


The American Boy ... 

A Neglected Profit Opportunity. 
Opinions of the Editor ........ 
And Speed Up Volume Sales... 


By Harold Whitehead ......... 


Actual Experience Supplies the 
PORN hss bsssscecunedeaaes 


Sales Effort for October . 
Bringing the Real Facts to Light 


Give Them a Reason to Buy.... 
News of the Road .. 
What’s Doing Everywhere ..... 


Changes, Embarrassments, New 
BIOVED 000005 es 





Ideal Baby Shoe Co., Danvers, Mass....... 
Inter-State Shoe Co., Manchester, N. H.... 


Johnson, Stephens & Shinkle Shoe Co., 
St. Louis, Mo 2nd 


Johnston & Murphy, Newark, N. J 
Julian & Kokenge Co., Cincinnati, Ohio. .54-55 
Juvenile Shoe Co., Aurora, Mo 


Keith, Geo. E., Co., Brockton, Mass 
Kendall Shoe Company, Haverhill, Mass.. 108 
a Komfort Shoe Mfg. Co., Milwaukee, 

i 1 


Lape & Adler Co., Columbus, Ohio 


Maize Shoe Co., Rochester, 

Malott, H. F., Shoe Co., Chicago, Ill 
Manfield & Sons, Phila., Pa 

Menihan Co., Rochester, N. Y 

Merchants Shoe Co., Boston, Mass......... 


Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind 


Musebeck Shoe Co., Danville, Ill 


Natalie Slipper Co., Haverhill, Mass 
Nettleton, A. E., Syracuse, N. Y 


Old Colony Shoe Co., Brockton, Mass..... 105 


Packard, M. A., Co., Brockton, Mass... .32, 104 


Paristyle Footwear Mfg. Co., Inc., New 
York City 


Reed, E. P., & Co., Rochester, N. Y 

Reynolds, Bion F., Brockton, Mass........ 105 
Richards & Brennan Co., Randolph, Mass. 104 
Riemer, A. H., Shoe Co., Milwaukee, Wis. 111 


Schwartz & Herder, Inc., Phila., Pa 
Selby Shoe Co., Portsmouth, O 
Smith, Wm. Sumner, Chicago, Il 
Stacy-Adams Co., Brockton, Mass 
Swan Shoe Co., Baltimore, Md 


Tober-Saifer Shoe Co., St. Louis, Mo 
Tupper Slipper Corp., Brooklyn, N. Y 


United States Rubber Co., New York City 67 


Willits Shoe Co., Halifax, Pa............. 86d 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston, 
ass. 
Armstrong Cork Co.. Lancaster, Pa 


Barbour Welting Co., Brockton, Mass 
Brown Company, Portland, Me....Front cover 


Creese & Cook Co., Boston, Mass 


Essex Rubber Co., Trenton, N. J 
Evans, John R., & Co., Camden, N. J... .30-31 


Foerderer, Robert H., Inc., Phila., Pa.... 2-3 


Goodrich, B. F., Rubber Co., Akron, Ohio.22-23 
Goodyear Tire & Rubber Co., Akron, 


Graton & Knight, Worcester, Mass. .3rd cover 


Hale, Alfred, Rubber Co., Atlantic, Mass. . 
Hubschman, E., & Sons, Phila., Pa 


Kepner, C. D., Leather Co., Boston, Mass. 
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Our Advertisers in This Issue 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass......... 118 


SHOE ORNAMENTS 
Brier Mfg. Co., Providence, R. I 


Hy-Grade Slipper Co., New York City Cavalier Corp., The, Baltimore, 


Reynolds Co., Providence, R. I Kluge, E. H., Weaving Co., New York City 114 


King, C. G., & Co., Providence, R. I ~ ~on Polish Co., Inc., Kansas City, 


Goodman, H., Co., New York City Tubular Rivet & Stud Co., Boston, Mass.. 28 
United Fast Color Eyelet Co., Boston, Mass. 81 


— Shoe Machinery wy Boston, 
18-19, 70-71, 82, 115 


Waldes Koh-i-noor, Inc., Long Island City, os 
N. 


SHOE STORE EQUIPMENT 


American Seating Co., Chicago, Ill 
SHOE ACCESSORIES 


Clark, Chas. F., Inc., Chicago, Ili 


Lyons & Co., New York City 
Lyons Hose Protector Co., Omaha, Neb... 


Bannock Device, Syracuse, N. Y 
Crown Motion Picture Supplies, N. Y. C... 
Detroit Show Case €o., Detroit, Mich 


Goodwin, C. L., & Co., Ine., Worcester, ‘ 
Mass. 105 | Keene Bros. Co., New York City 


Grand Rapids prose Equipment Co., Grand P Rauh & Co., S., New York City 


Rapids, Mich 
Star Footwear Mfg. Co., 
School Mfg. Co., Chicago, I 


Whitcher, Frank W., Co., Boston, Mass... 


Hecht Fixture Co., Chicago, Ill 
Heywood Wakefield Co., Wakefield, Mass.. 


Milbradt Mfg. Co., St. Louis, Mo 


Onken, Osear, Co., Cincinnati, Ohio 


MISCELLANEOUS 
Pacific Northwest Paper Mills, Inc., Port- 
land, Oregon 


Export Surpl Purchase Co., Inc., 
Pollinzer, M. D., Co., St. Louis, Vo — ee oe . 


York City 
Hotel Montclaire, N. Y. C 
Kirsch-Blacher Co., Inc., New York City.. 
Lederer, Victor E., New York City 


Marbridge Bldg., New York City 100 
Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 


Poster & Deutsch, New York City 
Tennessee Electric Power Co., Chattanooga, 


Rublack, Emil, New York City 


Segall & Co., Phila., 
Shoe Form Co., Auburn, N. Y 


HOSIERY 
Van Raalte Co., New York City 


GETTING MORE 
SHOES SOLD RIGHT 


BooT AND SHOE RECORDER PUBLISHING Co. 
239 WEST 39TH STREET, NEW YORK 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT 
Vice-President and Treasurer 


Vice-Presidents 
GEORGE W.R. HILL H. WALTER SCOTT B. C. BOWEN 
Secretary 
ARTHUR D. ANDERSON 
Directors of the corporation, in addition to 
the above-named officers: 


HucH M. BowEn L. F. DuTTon 
CHARLES H. FURBER P. M. FAHRENDORF 
R. SEWARD 











HARRY A. CHASE 


A. C. PEARSON 
Harry A. CHASE 
OWEN A. THOMAS 








Branch Offices: 


St. Louis BosTon 
1627 Locust St. 80 Federal St. 
ROCHESTER PHILADELPHIA 
115 Ellwanger and Barry Bidg. 214 S. 12th St. 
SUBSCRIPTION RATES 
The subscription price of the Boor anp SHos Recorpsr is $3.00 for one year, which includes 
postage in the — States, ite possessions, Canada, Mexico, Spain and its colonies and South 
merica (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


CHICAGO 
189 W. Madison St. 
CINCINNATI 
501 First Nat. Bank Bldg. 
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Aext Week 


you will find 
in the 


Boot and Shoe 


FFECTING directly the production of 

millions of dollars’ worth of dresses 
and footwear is the deep study of cos- 
tumes of ancient days now being made, 
“into the mould of the mode.” It is en- 
tirely an error to speak of “whims of 
fashion” when you see unfolded the rich 
background of the styles for spring and 
summer, 1930. In this issue alone we 
reconcile in a swift, intelligent tenseness 
the shoe-philosophy of Perugia—‘“a vwi- 
brant season at Palm Beach and the 
Riviera for the sun excites the eye and 
shoes must blend.” He, too, has designed 
a new sandal—we will be first to show it. 
From the Italian Lido came the beach 
pajama—its fashion wave comes to a new 
crest with beach sandals in new design 
and color. So much for the colorful ro- 
manticism of the first October issue—it 
has a more practical motif as well, for it 
prefaces the National Styles Conference 
with a great welcome. 


AAA 


ADAME HAMILTON JEFFRIES 

tells in her Fashion Work Sheet the 
high spots of dress fashions against the 
footwear background of what women will 
foot-wear next spring and summer. We 
give to each leather its “Place in the sun” 
and also show every merchant “whence 
come these materials used in the arts of 
foot dress,” and the world-wide map is 
worthy of a place in every shoe store. 


AAA 








INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vulcanizes the outersole to the 
innersole .... 


One pliant unit that will neither crawl, bunch nor squeak . . . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 
Manufacturers of Vulceo Products 


Statler Building Boston 
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